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1. “FRIENDLY” FOOTNOTES <a. 


New” REG. U.S. PAT. OFF nd 


a page off informallion and suggestions fer "Friendly retailers 


pectacular 
New Business Getter! 








Every ‘‘Friendly’’ Dealer 


Can Capitalize it a fe =, * pf Combination cata- 
in a BIG WAY! SOR On Jey ee B9\\ og and brochure— 
: p 4 profusely illus- 
-. we ; : trated — magnifi- 
@The splendid new “Friendly” ice Ht & “2 \ cently printed in 
Catalog-Brochure . . . showing the ao > if @.\ full color — modern 
Spring and Summer line. . . has \ of ae “ae ~~ spiral binding. 
just come off the press. i Tt 3 
A riot of color! An encyclopedia 
of Style! A new and spectacular 
builder of profits! A catalog for 
youl A Brochure to your trade. o 
Shows every shoe in the line — A book ultra smart in illustra- signed to do two big jobs instead 
in actual colors—many with tig) — typography — make-up! of one. Watch for your copy and 
samples of actual leather — many Captivating! Sales stimulating. De- | what comes with it. 
with the very ensembles with 
which worn correctly. 











“Makes Customers, and Holds Them” 


Writes Mr. C. P. Bishop of Salem, Oregon, 
shown opposite. Mr. Bishop, of Bishop’s 
Clothing & Woolen Mills Store, Inc., Salem, 
has been in the retail clothing business 
for 53 years, for 44 years continuously in 
Salem, and he is one of our most progres- 
sive dealers in the northwest. Read his 
letter below. 


Jarman Shoe Co. 
Nashville, Tenn. 
Gentlemen: 

Under separate cover, I am mailing you 
the photograph requested. 

In connection with ‘‘Friendly”’ Shoes, I 
wish to say we have been particularly in- 
terested in the line. I have nally found 
it one of the finest shoes for comfort and 
wear I have ever worn. 

We have carried this line for the past 
three years, and can earnestly say that it 
is the greatest shoe we have ever sold, being 
a real profit maker and a shoe that makes 
customers, and what's more, holds them. 
A busy corner these days Sincerely yours, 
BISHOP’S CLOTHING & WOOLEN 
Shown here are two of the operators in MILLS STORE, INC. 
the “F ory display and merchandise C. P. Bisnor 
department. Their job is to work out the 
details of the various window and store 


displays furnished our trade. ‘‘Friendly”’ NEW NEWSPAPER ADS 


window displays are completel tstand- . . ope ” . 
ing — he tt in the fodusiey. — iules featuring some of the fast selling “Friendly” patterns now ready for dis- 


among the very finest. tribution. If you haven’t already received the new proof sheet, write us. 


= © © 2 357° = © & &-- 








JARMAN SHOE COMPANY — NASHVILLE, TENNESSEE 


A DIVISION OF GENERAL SHOE CORPORATION 


When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the 


RANK C. RAND, chairman of 
the board of directors, Inter- 
national Shoe Company, in a brief 
address given at the opening of the 
Style Show and Leather Exposition 
presented by the company recently, 
said: 
“For almost forty years the In- 
ternational Shoe Company and the 
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companies which united to bring it 
into existence, has been a factor in 
the business life of this community 
and through this exhibit which is 
the first of its kind, the company 
has ever undertaken in this city, 
we propose to have you become ac- 
quainted with it, its method of op- 
eration and the products which it 
produces. 

“In this period when loose and 
general criticism is directed at all 
industries, it is gratifying to have 
the consciousness and knowledge 
that in its growth the International 
Shoe Company has won and re- 
tained the confidence and coopera- 
tion of all groups and classes of 
people with whom its business con- 
tacts have been made. 

“Our employees with their fami- 
lies represent probably over one 
hundred thousand people whose 
welfare and happiness is directly 
dependent upon the company’s suc- 
cess; and the management of our 
company is constantly mindful of 


the sacred responsibility growing 
out of this social relationship.” 


* * * 


" HAT was your largest sin- 
gle item of expense?”—was 
asked by the Inquiring Photog- 
rapher of the New York Daily 
News of six young women in inter- 
views conducted along Broadway 
in Paterson, N. J. 
The first answered: “Stockings. 
I buy four or five pairs a week.” 
The second—“Shoes—not be- 
cause I am hard on them but be- 
cause they are my hobby.” 
Third—“Stockings. At least two 
pairs per week.” 
Fourth—“Stockings. Being a 
nurse, I am on my feet most of the 
time—rubbing against chairs, ta- 
bles and beds. Some weeks it is 
nothing to ruin four pairs.” 


K.P /_GET STOCKINGS / 
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Fifth—business student—“Stock- 
ings. Don’t I hate to put on a new 
pair and have them run the first 
time I wear them. That often hap- 
pens.” 

Sixth—“My largest single item 
of expense is stockings. Three days’ 
wear from sheer silk stockings is 
about the limit.” 

Is there a shoe store anywhere 
that is not in the hosiery business 
when there is such a call for pair- 
age? Have one of your own sales- 
men query six people a day on the 
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same question and see what the 
opinion of your town is. 


* * * 


C. BANTLIN, sales manager 

e of The Athletic Shoe Com- 
pany, Chicago, says: 

“By special permission of Walt 


NAGuSE 


Disney Enterprises, the Athletic 
Shoe Company has been appointed 
exclusive manufacturer of Mickey 
Mouse Moccasins. 

“Considerable time has _ been 
spent in perfecting new designs 
which. would accommodate the Dis- 
ney characters in a satisfactory way 
and shortly we will announce our 
Mickey Mouse line which will com- 
prise nine numbers of four differ- 
ent styles. Mickey and Minnie 
Mouse as well as the Three Little 
Pigs and the Big Bad Wolf are 
featured and the individual pairs 
are packed in an exceptionally at- 
tractive four-color carton which 
will have a special appeal to the 


children.” 
* * * 


“Q'ITORMY WEATHER,” that 

popular refrain might well 
be adopted by the makers of rubber 
footwear as their official anthem for 
1934, judging from the depleted 
stocks found on the shelves of 
America’s merchants and in shoe 
departments of its department stores 





after King Winter’s lengthy reign 
the past few months. 

Veteran makers of rubber foot- 
wear look for the Fall season of 
1934 as a banner year for rubber 
footwear sales and while rush or- 
ders by wire continue to pour into 
many makers of rubber footwear in 
the East and Middle West, design- 
ers are already “counting sheep” 
nightly as they rack their brains 
for new patterns for the coming 
season. 

While retailers have sold thou- 
sands of pairs carried over from 
the previous year, rubber footwear 
executives well realize that a clean- 
out of such stock at a profit, is ex- 
ceedingly good business and the 
middle of the Summer will find 
rubber footwear salesmen conduct- 
ing the most intensive sales cam- 
paign in recent years nationally and 
many retailers eager to stock up. 


* * * 


SHIN bone of a deer is still 

in use in a Lynn shoe shop. 
It is used for rubbing down shoes 
to a custom finish. It is about the 
size, shape and weight of a police- 
man’s night stick. It is a relic of 
hand methods of 100 years or more 


ago. 
* * * 


A J. PAULY, buyer and man- 
¢ ager for all shoe depart- 
ments of Stix, Bear and Fuller D. 
G. Co., St. Louis, Mo., reports there 
still exists a resistance to higher- 
priced shoes. 


'D LIKE -TO HAVE_IT- BUT 
WHAT'LLE | USE FOR. 
? MONEY Q 
vs 
UM 4 
“We observe that price is still 
an important factor in the sale of 
a pair of shoes. The resistance to 
higher-priced merchandise is _per- 
ceptible and in some instances it 
can be overcome with intensified 
selling methods. The facts which 
remain undisputed, however, are 
that the consumer’s purse must be 
fattened before he can fulfill his 
desire for better shoes and other 
lines of merchandise to which he 
has always been accustomed. 


“When purchasing power is in- 
creased the demand for higher price 
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WORLD PROGRESS 


—The economic world is so sensitive today, 
that no one segment can suffer or prosper 
without having a marked effect upon 
other segments. 

—When the world was cracking we all fell 
sick; now a great improvement is taking 
place and we all feel better. 

—An International Economic Research 
Bureau Bulletin of recent date has this 
to say: 

“Taking Asia, for example, we find 
Japan in the healthiest position since 
1929. In Australia, the amazing recov- 
ery in the position of both debtors and 
creditors continues. In India, the credit 
of the country has shown a remarkable 
improvement. Even in Germany, unem- 
ployment is decreasing and production 
rising. In England, one might almost 
describe the revival as an actual boom. 
In Canada. one finds the recovery gain- 
ing increasing momentum. Looking 
Southward, there no longer remains any 
question that South America has defi- 
nitely turned the corner.” 


—And even Soviet Russia, according to an 
acquaintance who has just returned from 
that country, is moving ahead and show- 
ing marked improvement in standards of 
living and mental attitude. 


—So, whereas our problems still seem very 
great and ofttimes confusing, it is hear- 
tening to know that real progress towards 
economic sanity and health is being made. 

—It’s not at all unlikely that a new and a 
better world is in the making. 


fn0t Tn. 


President. 





footwear will share in the up- 
swing.” 
* * * 


F. LOBELL, of the Cavalier 

* Corporation, Baltimore, Md., 
tells the following story: 

It seems that a shoe manufac- 
turer received a letter from a Miami 
consumer in which she complained 
about a pair of white shoes recently 
bought. Her complaint was that 
the shoes must be of a very inferior 
grade of leather because she could 
never get them to look clean—that 
she was returning the shoes by par- 
cel post, etc. 

Mr. Manufacturer took the shoes 
to Mr. Lobell to ask what was 
wrong with the leather and it was 
found that it was of very good qual- 
ity. It was evident that the lady 
from Miami either had the shoes 


* 


cleaned by a bootblack or had used 
a cheap polish. “Where did the 
fault lie?” asks Mr. Lobell. “In the 
salesman not recommending the 
correct polish at the time of sale.” 
MORAL—advise the proper polish 
to your customers and thus reduce 
complaints. 
* * * 

HE Nunn, Bush & Weldon Shoe 

Company has ordered the pay- 
ment of an accumulated dividend 
amounting to $3.50 which is pay- 
able March 31 on its first preferred 
stock. A similar distribution was 
made Jan. 3 and a dividend of 
$1.75 on arrears was paid Sept. 30, 
1933. 

* * * 
E. FLANDERS, a member 

¢ of the Industrial Advisory 
Board, says: 

“There -is no doubt about the 
question as to whether there has 
been a business recovery. As com- 
pared with a year ago, or with two 
years ago, the various indices show 
a marked improvement in general 
conditions; and there are few of us 
whose individual business figures 
do not tell the same story. 

“The improvement is not entire- 
ly ane of statistics. There is also 
abroad a feeling of courage and 
hope which makes the best possible 
background for further advances. 
It is perhaps the most solid con- 
structive factor of the present day.” 


HE U. S. army will test a new 
kind of marching shoe, built to 
fit under the instep and hold up 
the arch for a long march. For the 
test, a soldier, fully equipped, car- 
ries a load, gun, munitions and sup- 
plies (as heavy as two large milk 
pails full of water). On a long 
march, arches are likely to let down 
a bit under the load. So the test of 
the new kind of marching shoes. 
Old soldiers, when they felt foot 
fatigue coming on, used to fasten 
a leather strap around the instep, 
like putting a wrist strap on a lame 
wrist. 
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XPORTS of shoes totaled to 
832,000 pairs, valued at $1,- 
300,000 last year. In 1914, before 
the war, they totaled to 10,000,000 
pairs, valued at $18,000,000. 
* * *% 
AY COLLINS, of Collins’, 
Boulder, Colo., says: 

“The shoe manufacturer who 
sells chains on a preferential basis 
is no friend of the independent mer- 
chant. I think the time has come 
when retailers should get together 
and separate the sheep from the 
goats. I mean that we have the 
privilege of buying our stocks 
where we wish, and we are only 
cutting our own throats when we 
give patronage to a manufacturer 
who, playing around with the 
chains, is conniving with and assist- 
ing our worst competition. 

“Let’s have the names and facts 
of these manufacturers who are not 
loyal to the independent merchant 
-—frankly, so that we can give our 
business to the manufacturers who 
are loyal and who deserve it. 

“I understand that in some of the 
other retail trades, manufacturers 
who have announced a policy of no 
preferential dealings with chains 
have reaped a rich harvest in the 
business of grateful retailers. I’d 
like to see advertised announce- 
ments of that sort by shoe manufac- 
turers, and I know a great many 
other dealers would also.” 


* * * 


RIGHTER ° prospects in the 

rubber footwear industry are 
indicated in the annual report for 
1933 of A. B. Hannay, secretary- 
manager of the Rubber Association 
of Canada. Manufacturers through- 
out the Dominion were cleared of 
Winter footwear this year, for the 
first time in three years, and stocks 
will have to be built up again. 

In footwear, heels and _ soles, 
there was a sales betterment of 
$280,000 in 1933; in mechanical 
goods of $184,000, and in drug sun- 
dries and miscellaneous of $154,- 
000. In each of these lines the bet- 
terment was not only in domestic 
but also in export sales. Though 
these gains are small, still they are 
gains and may indicate the advent 
of better business, Mr. Hannay said. 

In normal times the tire division 
of the rubber industry is by far 


the most important one. In 1932, 
however, production of footwear 
showed a greater value than that 
of tires, according to the Dominion 
Bureau of Statistics figures and the 
same will be true of the 1933 to- 
tals, according to the Association’s 
calculations. 





URRAY FINE, president of 
the Premier Shoe Company, 
says: 

“The proposed intermediate cred- 
it banks will enable many manu- 
facturers who have been in business 
for many years, but who are tem- 
porarily pressed to carry on. Un- 
doubtedly they will also increase 
employment and stimulate business. 
They are particularly opportune for 
the shoe industry where the manu- 
facturer is now forced to do the 
banking for the industry. Under 
the tanners’ sales contract he must 
pay his bills in thirty days or pay 
interest on them. On the other 
hand, he is obliged to extend much 
greater credit to his customers.” 


F. JAMES, vice-president and 

¢ director of sales for the Brown 

Shoe Company, explaining to cus- 

tomers and salesmen the position 

of his company if required to re- 

duce the number of working hours 
under the NRA, said: 

“We are convinced that the gov- 
ernment will require us, as well as 
other manufacturers, to reduce the 
number of working hours per week 
in our factories and in fact all the 
way through our institution. Just 
how far this will go is a matter 
that no one can determine at this 
time; however, it is generally con- 
ceded that ‘instead of working 40 
hours in our factory as we are now 
doing, we may be forced to put in 
a schedule of 36 or possibly 35 
hours per week. This would mean 
no individual would be allowed to 
work more than the allotted num- 
ber of hours during any week and 
is designed for the purpose of forc- 
ing industry to employ a greater 
number of workers. Of course we 
shall be expected to pay them the 
same wages for 36 or possibly 35 
hours, that we have been paying 
them for 40. This, you can readily 
see, will increase the price of mer- 
chandise of all kinds, which is the 
one bad feature we would like to 
avoid, but it can’t be done.” 














“I bet it’s no fun, Mr. Blitz; sitting in this stuffy old shop all day” 



























AST Fall, if the shoe business was dull, it was 
:; partly due to the dullness of shoes. There was 
a decided monotony of materials and types in 
the majority of stores. This Spring, this Summer and 
for next Fall there is no dearth of new ideas for pro- 
motion and the future looks decidedly more promising. 
Take the line-up of materials, for instance. What an 
opportunity is offered by the new crushed kidskins, as 
well as by the more familiar scuffed leathers. Calfskins 
in appealing new shades and finishes. Patent is in the 
picture, particularly to give a new look to suede in 
combination. Fabrics, following the success of the 
ribbed effects this Spring, will have a play in dark 
colors for the early season. 

Browns of next Fall have a new liveliness—a redder, 
brighter look. Whether clay color, the extreme of the 
red browns, will continue as a Fall item, is a much 
discussed question. Its best use, of course, is as a 
contrast color for Navy blue. But in a slightly darker 
version, it would also fit in perfectly with tweeds, 
harmoniously with greens. This green note is also im- 
portant as the novelty shade for Fall promotion. 

Types of shoes run all the way from the low heel, 
strictly tailored walking shoe, to the delicate, formal 
cocktail shoe. And the greater the contrast, we say, 
in these types the better for shoe business. 

Patterns give first importance to the high-riding, 
glove-fitting sillhouette. Lines in shoes are still on the 
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LOOKING FORWARD 
TO A NEW SEASON 






It’s Easter on the calendar but Fall is in 
the fashion air. New lines are being 
planned for August and afterwards. All 
the signs point to a new variety in shoe 
materials, a wider range of types, a 
greater diversity in detail ... a real op- 
portunity to sell more shoes. 


The shoe shown at the bottom of this 
page is a significant model made by 
Julienne for Worth’s last opening. Its 
high-cut lines sum up the whole feeling 
of advance Fall fashions. 


The shoes with the shorts above show 
that even Summer sandals carry a high- 
riding line. In these two French models 
the ghillie goes to new heights. 





up-and-up particularly for walking and street wear. 
We will see plenty of little pumps for formal wear, 
but the typical street shoe will take its inspiration 
from the high sillhouette suggested in the photograph. 
All kinds of buckled and buttoned models, usually 
with gore adjustment, are being planned for Fall. 

In trimming details stitching is the star. And the 
new thought in stitching is the use of wavy lines. This 
started with the wind-blown idea this Spring. It has 
been successful in a few outstanding shoes. Its possi- 
bilities are just beginning. 
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Paris in New York 


Fashion 
Highlights 

of the 

New Padova 
Collection 


WO exhibitions of shoes mark Perugia’s 

coming to this country with his new “Pa- 
dova” collection. The first is at Saks-Fifth 
Avenue, who will make Padova shoes to order 
for a custom clientele. The second is in a 
Fifty-Seventh Street art gallery, surrounded by 
paintings and sculptures, selected for their ex- 
pressive portraying of feet. 

In both of these exhibitions you see the 
work of a man keenly aware of what is going 
on around him, keenly alive to the fashion 
significance of current trends. 

Here, for instance, in an extreme group 
called “Footwear of the Future,” is the stream- 
line, machine-age idea applied to shoes. Amaz- 
ing metal heels, shanks of aeroplane wire, 
metal balls for docoration. In the contem- 
porary group he shows two influences—the 
Oriental (Chinese and Japanese) and the 
Classic (Greek and Roman). Both of these 


By RUTH HARRINGTON 


influences are important now in the costume 
fashions. Heels of Japanese suggestion, the 
use of Oriental lacquer effects on leather, 
Chinese motifs in decoration, open up a whole 
new chapter in modern footwear design. The 
“Gladiator” shoe—a strip sandal based on a 
Roman original, and other classic adaptations, 
show there can still be infinite variety in the 
styling of sandals. 

Perugia’s use of color is notable, particu- 
larly in high colors combined with white in 
this Summer’s shoes. He has used faggoted 
materials, and other open-work fabrics, with 
great effectiveness. His cut-outs show a new 
line. Instead of coming all the way over the 
vamp they are concentrated just above the 
sole, like a series of grilles around the toes. 
In his walking models, the use of an extremely 
thick sole, made of especially tanned light 
leather, will undoubtedly have an influence on 
tailored shoe fashions. 


CLEVER—THESE CHINESE! . . . And logical enough that Perugia 
should look to Japan and China, important in their fashion influence, 


for new ideas in shoes. 


The photograph shows (left to right) a modern house clog, of Chinese 
inspiration, featuring two heels. In the center is a Chinese Manchu 
A MODERNISTIC MULE . . . One Court Imperial slipper, loaned by the Princess Der Ling. Right, a 


of the series of trick heels made of 
metal. Three balls for this one, 
organ-pipe shapes, airoplane wire 
supports for others. The smart 
metal ball used for triming in this 
exhibition shoe also appears in 
many models made to be worn. 
Note the sandal-toe stockings show- 
ing the full 7 of painted toe- 
nails! 


sandal in leather treated to resemble Chinese lacquer. Designed in 
honor of the new Manchukuo Empress. 
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No HEELS versus 








CHARLES HENRY BABER 


Shoe merchant of London, England, at present visiting 
the United States and not only wearing but preaching, 
pleading and praying "No Heels" if mankind is to return 
to natural health. 


Mr. Baber is known in England as a foot enthusiast of no 
small distinction. His stores, these past twenty years, 
have revealed the best in American footwear in widths 
and sizes unknown to English merchandising before his 
enthusiastic advocacy of “fittings.” 


He is a successful merchant and a tremendously sincere 
student of foot health. He carries his practical opinions 
into the battle of opposing principles laid down by 
surgeons and medical authorities on both sides of the 
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ET me open, with a story: 
A shoe manufacturer died and went to heaven. 
A poor retailer went up to see him and said: 
“I understand that a million years seems like a 
second up here.” 
The manufacturer answered: “Yes, that’s so.” 
“Well, if a million years seem like a second, then a 


million dollars would seem like a cent.” “That’s also 
correct,” said the manufacturer. 

“Then,” said the retailer, “would you give me a 
cent?” 


The manufacturer said: “Yes. Just wait a second.” 


By the same token, Charles Henry Baber expects 
the shoe industry will be accepting his theory, “The 
heel should never have been placed on the shoe.” 


water. 
able to hold his own in foot opinion. 


He stands receptive to criticism, but vigorously 


I advocate “the heelless shoe” for only one reason— 
foot cure! No retailer will take an interest in such a 
shoe unless he has the welfare of the public at heart. 
It is nothing new from the medical standpoint. 

Dr. Ellis, M.A., M.B., wrote his book the “Human 
Foot” a standard work, over fifty years ago because 
not only did he discover that heels were definitely the 
cause of foot trouble, but proved it. 

Dr. S. D. Fairweather, M.A., M.B., Ch.B. (late Cap- 
tain, R.A.M.C.), in his book “Flatfoot: The True Na- 
ture, Cause and Rational Cure,” published in 1932, 
also proved that heels were the cause. In this publica- 
tion he is supported by the greatest orthopedic surgeon 
in the world, the late Sir Robert Jones, whose foreword 

[TURN TO PAGE 40, PLEASE] 







A pair of men’s shoes with no 
heels as advocated by Charles 
Henry Baber of London. 
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Balanced HEELS 


T. L. NORTHRUP, D. O. 


"My connection with the shoe business covered fifteen 
years," writes Dr. Northrup, “the first ten of which | had 
the supply room and upper leather departments for the 
Nettleton Company at Syracuse, and the last five years 
| was with Gray Brothers. My last official capacity was 
vice-president and treasurer. 


"During the fifteen years | served at various times in 
capacity of foreman, superintendent and manager of a 
small chain of retail stores. 


“After severing my connection with the shoe business | 
studied Osteopathy and have been practicing eight years. 


"| had the privilege of helping to establish the Foot Sec- 
tion of the American Osteopathic Association and was 
the first chairman of the Section and have served on the 
Research Committee for the past five years." 


recommend a variety in the height of heels for the 
same individual, and without doubt his judgment was 
sound. Just as in the range of the human voice we 
enjoy the melody of a lyric soprano, we must admire 
the foot that can wear a truly stylish evening slipper 
and wear it gracefully. This indicates a very flexible 
and healthy foot. But to wear high heels excessively 
would be as damaging as for the singer to use the 
higher vocal tones to excess. 

It has long been my contention that doctors would 
co well to stick to the treating of feet and let shoemen 


ROBABLY no point in shoe construction received 

more careful attention than the building of heels, 

and no part of the shoe more often criticised and 
possibly slandered than heels, not even the pointed 
toes of a generation ago. It is not the height of the 
heel, but the balance of the foot on the heel that con- 
cerns the writer. 

By this time the merits of the lower types of heels 
have been very well established and probably no bet- 
ter comment on the height of heels can be made than 
to quote Dr. Herman Marshall who said twenty years 


ago, “low heels to open the day, medium heels during 
the day, and for the evening functions, with society 
as it is today, the cocktail of the high heel.” 

Dr. Marshall was probably the first to generally 


Dr. Northrup demonstrating foot 

technique at the Milwaukee con- 

vention, American Osteopathic As- 
sociation, July, 1933. 


design shoes and fit them, but I feel sure that a close 

cooperation between shoemen and doctors will be pro- 

ductive of much good. ; 
[TURN TO PAGE 42, PLEASE] 
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An Old Shoe Firm 


in a Modernized 


A new front, new window 
fixtures, a complete new in- 
terior, modernized in every 
particular, thoroughly pro- 
gressive, is the challenge of 
the W. G. Simmons Corp. 
The new Simmons store is 
new in everything, save the 
principle of selling quality 
shoes in a quality way. 


SS Ee eS oe ee ae 


: N 7 AY back in 1872, a shoe store was started in 

Hartford, Conn., which, after various changes 

in ownership and personnel through the 62 

years of its existence, still maintains its position as 

one of the outstanding retail shoe concerns of New 
England. 

Recently this fine old institution, which is now known 
as the W. G. Simmons Corp., has completed a remod- 
eling program in which modernism is the dominating 
theme. Both interior and exterior of the store on 
Pratt Street have been completely reconstructed after 
an exhaustive study of needed changes. Better display 
facilities, more space for various departments, much 
improved lighting and novel decorative effects have 
been achieved as a result of the changes. 

A modern front has been constructed, with a black 
Carrara glass sign running the width of the store. 
Display windows have been raised nearer the eye level 
to facilitate inspection of merchandise. Within the 
store a more convenient and spacious layout for de- 
partments was devised, and the entrance was moved 
nearer the center of the building, making room for an 
attractive entrance lobby. Crosslines for customers’ 
traffic were established and shelving and stockrooms 
were arranged to allow more space. The bookkeeping 
office was removed from the selling floor, giving addi- 
tional selling space for the women’s shoe department. 

In the lobby modernistic furniture is arranged 
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A full-page adver- 
tisement in the Sun- 
day papers was used 
to announce the 
opening of the re- 
modeled Simmons 
store the next day. 


READY 


for Easter! 





Store 





NAMES 


We're Proud to Join with Ours 
As a Double Guarantee of 


QUALITY 


an 
COMPLETE 

FOOTWEAR 

OUTFITTERS 
SINCE 1872 


SIMMONS 


40-68 PRATT ST. 
HARTFORD 


od 


Simmons’ Modern 
Home Welcomes You! 


Open house at Simmons’ tomorrow! With @ cordial invitation to you to vist this progressive. modern 
store! The newly remodeled depertments ere spacious, welllighted. convenient. The decorative 
scheme is bright, modern—in tune with today's smart good taste. Stocked with the finest Shoes, Hos- 
lary and Handbags that America’s foremost makers con supply With prompt, courteous service hom 
skilled specialist in shoe fitting, Prices that give you the utmost in style. quality and value. Plan now 
to buy your Easter.tootweer here—tor you will like the New Simmons better than ever! 





Quality Shoes for Women 


~~ 


Famous Shoes for Men 





A glance at the famous names ot the wit wil show why 
Simmons’ Shoes for Women ore foremost in quality 
Styles for sports, daytime and formal weer, in site 
range that are hep! complete The newer! ootweer 
Hashiona at pricen te fit every budget 


Children’s Shoe Specialists 


"J. BM", “STETSON™ ond “Asch Proserver” shoes 
for man meet every requirement of style nd quality 
Known the country prev for distinctive eppeererce 
and long woe The Mens Shop is apart trom the ret 
of the store, with « seperate entrance at $6 Pratt $+.” 


Beautiful Silk Hosiery 





ind 1 hoes Gotham» Lamour “Gold Sinpe hosiery ond the pop 
to thet growing feet wil be hept strenght Everything dar Rogramn” eit stockings we among the nstonaby 
i ders tnown brands in ow new Hosiery Shop Complete 
ansortment, uptethe-mmuste colore—in sheer chit. 
fone, durable service weights or sporty ovideor woes. 








beby’ 
thoes,’ le here. Boys’ shoes are in the Men's Shoo 
Bhop with the seme shilled Riting ternice. 


Of interest to the person who needs special attention is ow Ortho- 


‘hes i '. 
There ts mo charge for consalting him. 


ONS. 


The W.G. 


SIM 











RM AUSTIN 


Meanie Tovemeer 


suean bey 





OSceame ba | 

















against cream colored walls. Black linoleum, with in- 
laid decorative designs in cream, lends smart contrast. 
Black is repeated in the door panels, which are high- 
lighted in carmine for additional contrast. At the 
right of the lobby is the newly enlarged section devoted 
to women’s and children’s hosiery. 

Directly in the rear of the lobby is the women’s 
shoe department, which is fitted with modern furniture. 
Chairs are of the new metal Thonet type with red and 
green leather cushions, and a rug of cream color pro- 
vides a soft background. Beyond this department is 
the orthopedic section, where special fitting service is 
provided for those requiring special or corrective 
shoes. At the left of the main entrance is the separate 
entrance to the men’s shoe department, which is en- 
tirely apart from the women’s sections. The enlarged 
boys’ shoe shop is at the rear. To the east of the 
women’s shoe sections is the children’s shoe depart- 
ment, where special attention is given to correct fitting. 

Broadloom carpets stretch from wall to wall in all 
shoe fitting sections. This carpeting idea is in keep- 
ing with the trend in a great many modern stores. 

The W. G. Simmons Corporation is one of Hart- 


ford’s oldest independent shoe stores, being an out- 
growth of the old C. S. Haynes store, which later 
became Haynes & Simmons when the late William G. 
Simmons became a partner. In October, 1902, the 
present firm was incorporated. From that year until 
his death in 1916 Mr. Simmons was president of the 
company. At his death Thomas S. Childs succeeded 
as president. He continued in that office until he died 
in 1931, when Benjamin W. Childs was elected presi- 
dent of the firm, a position he now holds. 

While the founders of this famous old store have 
long since passed on, the policy of the business which 
they established 62 years ago has never deviated one 
iota. 

Selling shoes of recognized quality in the manner in 
which shoes of recognized quality should be sold is 
the foundation upon which this institution rests. No 
Letter proof may be cited than the “box” appearing 
in the page opening advertisement. This copy read: 
“Names we’re proud to join with ours as a double 
guarantee of Quality.” Then follows a listing of these 
concerns: Walter T. Dickerson Co., Rice-O’Neil Shoe 

[TURN TO PAGE 63, PLEASE] 
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Making Customers of 


Usually It's a Case of Finding Out Exactly 
What They Want, Then Selling It Intelligently 


N the retail game we must wait for trade before we 
can wait on trade. Our windows are dressed, doors 
invitingly open, but the only chance we have of 

finding business is after the prospective customer en- 
ters our shop. Then comes our chance. And yet, how 
few really know how to go about it. 

We never talk of “shoppers” in our shop. We are 
“just around the corner” from “the Avenue.” In talk- 
ing to some of the Avenue boys we learn that there 
were a lot of “shoppers” around yesterday, or the 
day before. 

Now, what are shoppers? To my mind, shoppers 
are just plain folks looking for something in particular. 
It may be a unique style, or a particular type, or as 


in most cases, a pair of comfortable shoes plus intel- 
ligent service. 

There are many shops that have what these so-called 
“shoppers” want, but they either lack the knowledge 
of what they have to sell, or they lack the intelligence 
of conveying it to the shopper. We are never bothered 
by “shoppers.” We take it for granted that every per- 
son that enters our shop came in for something—and 
since we are here to wait on trade, we go about it in 
our own quaint way. 

An “honest to goodness” check-up of lost sales, shows 
us that over a period of two months we lost seven per 
cent, and we attribute the major part of this loss to the 
fact that it is impossible to carry everything that may 


Although you may be required to show several other shoes, a great deal hinges on your first offering. The customer's confidence in your 
i 


ability to fit properly is 


 jeopardized—with your first try. 
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oppers 


By JOHN L. HARRIS 


WALK-OVER SHOE STORE 
254 W. 125th St., New York 


be called for in a shoe store. Many of these lost sales 
we chalked up to “good business”—because we would 
have been crazy to carry what they asked for. 

Now, we believe that a loss of seven per cent in sales 
over a given period is quite an accomplishment, and 
therein lies the difference between waiting for trade 
and waiting on trade. It can be summed up in these 


few words: “Capitalizing the opportunity, once a 
prospective customer is available.” 


HAT we have discovered the “formula” and devel- 
oped it is something we are glad to pass along for 
what it may be worth. Here are a few simple rules: 

First: Greet your customers at the door with a smil- 
ing “Good Morning” or “Good Afternoon.” . 

Second: Direct the customer to an available seat, 
permit her to be seated comfortably, then, as you re- 
move her shoe, if she has not already made known her 
desires, ask, “Are you interested in dress shoes, or 
something for day time wear.” Don’t mention shoes 
for comfort, all shoes are for comfort, whether they be 
shoes for formal wear or for a game of golf. 

Third: Measure the foot carefully. Observe the 
condition as well as the contour of the foot, in order 
that you may judge it for the proper last and size. 
Although you may be required to show several other 
shoes, a great deal hinges on your first offering. The 
customer’s confidence in your ability to fit properly 
is created with your first try. 

Fourth: Be truthful about the size. If she has been 
wearing size 6, and you find it necessary to suggest a 
different size, don’t let it go at that, explain why in 
a logical way. 

Fifth: Don’t argue. 
questions with an explanation if required. 

Sixth: Don’t switch from a high heel to a low with- 
out preparing the customer first. If, in your judgment, 
the high heel is all wrong, explain why, while the shoe 
is on the foot. If the customer is inclined to listen, 
she will suggest looking at a lower heel, and if she 
can see and feel the difference, you have created an 
impression that cannot be measured in dollars. 

Seventh: Don’t warn your customer what will hap- 
pen if she does not take your advice. 
your views and suggestions as to size and type, it is 


Give a polite answer to all 


Having given 


JOHN L. HARRIS 


still the customer’s privilege to buy what she likes. If 
and when she discovers she was wrong, she will think 
all the more of your suggestions and your knowledge. 
You have made a friend, although you may not know 
And she will. 

Eighth: If you are not ashamed of what you have 
sold, take the name and address of the customer for 


it until she comes in again. 


future reference, telling her so, and give her your 
card with the statement that you will be pleased to 
serve her again. 

Ninth: Don’t forget the other things that go with 
shoes, hose, and the proper polish. 

Tenth: After delivering the purchase to the cus- 
tomer thank her and escort her a little way, or better 
still right to the door, if time permits. 

The salesperson who will do these simple things is, 
in our judgment, really waiting on trade and giving 
his customers the kind of foot service to which they 
are really entitled. He will soon find his sales and 
commissions increasing because he will be spending 
more of his time in selling and less time waiting for 
trade. 
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LL the pressures back of the line are in the di- 
rection of increasing the price of shoes, but be 
exceedingly careful, before you add to the price 

of your shoes at retail, that you investigate and find 
out how much the public will actually pay. Many a 
store raised its price levels in the last quarter of 1933 
and lost its customers by that action. In the first quar- 
ter of 1934, the majority of these concerns lowered 
their retail price levels but noted no signs of great 
popular approval. The applause that leads to cash 
register sales was somehow missing. 

What action will the retailer take in pricing his 
shoes for the second quarter of 1934? Will the 
pressure on costs of shoes on the one side and cus- 
tomer resistance on the other side force him to re- 
duce his gross margin of mark-up? The consumer 
groups, now increasing in power in Washington, 
believe that the costs for retailing an article must 
be reduced. On that platform the consumer groups 
plan to work. 


Now comes the possibility of a consumer call pro- 
viding that “All goods must be marked with the price 
at which they left the producer.” The provisions of 
this bill remind us of that old, oft-quoted couplet, 
“You may break, you may shatter the vase, if you will, 
but the scent of the roses will linger there still.” 

Years ago, Mr. Baruch, then head of the War In- 
dustries Board, proposed this same sort of legislation 
as a panacea for profiteering and what were consid- 
ered high shoe prices of that period. Through the 
representatives of the retail shoe merchants, it was 
pointed out at that time that the retailing of shoes 
was an entirely different proposition than the 
retailing of breakfast foods and scrap tobacco and 
similar articles of merchandise, where the service of 
fitting and the element of style did not enter into the 
calculations; that retail prices of shoes depended on 
the amount of service rendered; that service was just 
as important to the consumer as the ingredients enter- 
ing into shoe conservation. 

If production prices are to be marked on manufac- 
tured articles, why not go back through the line and 
start at the source. Who is going to label the cost 
price on the steer when he leaves the farm and when 





Pressure to Reduce Margin of Mark-Up 


he goes to the stockyards? - We have visions of seeing 
each particular steer with a blanket over him on which 
is marked the cost production with the farmer’s name 
attached to it. Then to that will be added a notation 
by the stock buyer with his costs added and then the 
freight stamp by an official of the railroad adminis- 
tration. The packer will know exactly how much that 
steer cost and how much he can pay for him in order 
to keep the farmer and driver out of the class of 
profiteers. 

Then, of course, the packer or the country butcher 
will have to figure up the price of the hide at the actual 
cost per pound which he paid for the animal on foot 
and stamp the price on the hide. 

The tanner in turn will be enabled to name the 
price to the packer or the country butcher. That will 
keep the packer and country butcher out of the class 
of profiteers and so on down the line, through the 
shoe manufacturers, wholesalers and retail merchants, 
and then the consumer will be dead sure to keep all 
of the members of the industry in the straight and 
narrow way. 

Then comes the question of labor. 

Every man is entitled and should have fair and 
just compensation for his labor, but no man has a 
right to demand or expect pay for that which he 
does not db. If it is profiteering to take an extra 
profit on an article of merchandise which has in- 
creased in value from the time it was bought until 
the time it was put on sale, it is certainly just as 
wicked and malicious to demand a thirty-six hour 
week and sixty-hour pay. 

And so then, if goods are to be marked with the 
price at which they left the producer, so also should 
labor be marked with the same stamp. So also should 
every article that is produced on the farm be marked 
at its actual cost to the producer and be merchandised 
on that basis. 

Nobody wishes the farmer to make less money; no- 
body wishes the laboring man or salaried man to be 
less prosperous and less happy; nobody wishes the 
manufacturer or retail merchant to be less prosperous 
or less happy. But the proposition to mark a pair of 
shoes with the price at which they left the factory can- 
not possibly prove a cure-all for reducing shoe prices. 
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NEWS FLASH 


National Survey Reveals Amazing Lack 
of Suggestive Selling in Retail Stores 


AVAILABLE IN EVERY CITY 


53% of the 
salespeople 
failed to sug- 
gest additional 
merchandise in 
the same de- 
partment. Only 
47% did sug- 
gest! 


84% failed to 
show additional 
merchandise in 
the same de- 
partment. Only 
16% made this 
effort to in- 
crease the sale! 


98% failed to 
suggest addi- 
tional merchan- 
dise in other de- 
partments. Only 
2% made this 
sales - building 
suggestion! 


March 31, 


1934 


A nationwide survey just completed by Willmark 
discloses the shocking fact that RETAIL SALES- 
PEOPLE ARE FAILING IN THEIR ESSENTIAL 
DUTY OF SELLING! 


Fifty-three percent of the salespeople tested merely 
sold the merchandise asked for, without even at- 
tempting to suggest any additional merchandise. 


Eighty-four percent did not trouble themselves to 
demonstrate or even show additional merchandise, 
in an effort to sell two items instead of one. 


Ninety-eight percent did not bother to mention spe- 
cial sales items or merchandise in other departments 
which might meet the customer’s need. 


Tus RECORD IS AN OPEN INDICTMENT OF 
RETAIL SALESMANSHIP! It proves that the most 
vital point in your store—the point of customer-contact, 
right at the sales counters—is the weakest link in your 
sales chain. 


It is there that Willmark can and will establish per- 
suasive, profitable suggestive selling methods. Will- 
mark provides a unique educational program for your 
salespeople. And through consistent, impartial check- 
ing back on actual salescounter activities, Willmark 
enables you to put your finger on hidden weaknesses 
and correct them. 


Quietly, efficiently, impersonally, Willmark in- 
creases the average sales check of thousands of 
individual salespeople every day. We can do it in 
your store! For full information, fill out and mail the 
coupon below. 


WILLMARK SERVICE SYSTEM, Ine. 


Builders of Personnel 


250 WEST 57TH STREET, NEW YORK, N. Y. 








Please send me complete information on building 
sales and profits through suggestive selling. 


Company 
Address 








When writing advertisers please mention Boot and Shoe Recorder 
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This attractive Spring window display by Best & Co., Fifth Avenue, New York, classifies the shoes in three groups for daytime, spectator 
and street wear, thus giving the customer a definite suggestion as to use and type of costume. 


Show Shoes and Their Use 


And Thereby Increase the Sales 
Appeal of Your Window Displays 


T’S the height of the Easter selling season as this 
is written, and shoe windows present a beautiful 
and colorful picture of the new styles for Spring. 

Never have the windows of Fifth Avenue offered a 
more appealing array of merchandise calculated to 
appeal to Winter-weary customers, and never have dis- 
play men employed their skill and ingenuity to better 
advantage in the creation of beautiful backgrounds and 
settings, replete with new and ingenious methods of 
showing the shoes. The attractive windows one sees 
on Fifth Avenue have their counterparts, no doubt, on 
every smart shopping thoroughfare in the country. 

Early reports of the Easter business are distinctly 

encouraging and retailers are looking forward to an 
excellent business after the holiday. With the indica- 
tions that prices will show a further advance, due to 
further shortening of factory hours, there appears to be 
little likelihood of any considerable number of reduced 
price sales after Easter. ‘Therefore the stores will pin 
their hopes of stimulating sales on advertising and in- 
tensive promotion, with effective windows playing a 
leading role. Every shoe store should see to it that 
its displays do not suffer by comparison with those of 
other stores, and the specialty shoe store should en- 
deavor to make its windows as attractive as those of the 


department stores, which at the present time excel in 
interesting and original displays of shoes. 

This week we illustrate three shoe windows of excep- 
tional interest from New York stores, showing the 
trend toward novel and original ways of showing shoes. 
They are all recent displays, featuring Spring footwear, 
and they are not merely attractive displays, but have 
in each case a direct sales appeal in which the use of 
the merchandise and the purpose and occasion for 
which it is designed are clearly indicated. 

Shoes for Spring and Summer will be distinctly oc- 
casional shoes, intended for a specific purpose and de- 
signed for use with a particular style and type of 
costume. By emphasizing the use and purpose, a win- 
dow display can be made to arouse the interest of 
customers who otherwise might be quite indifferent. 

For the week immediately following Easter, stores 
that sell feature types of footwear will naturally plan 
a Foot Health Week window, so that they may share in 
the publicity of National Foot Health Week, April 2-7. 
All of the material for this display should be in readi- 
ness so that the window may be put in Monday morning 
to catch the attention of noonday crowds. Newspapers 
in many cities will carry publicity and advertising relat- 
ing to Foot Health Week on Easter Sunday, and the 
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What. happens to your shoes after 
they leave your store? Do you. know? 


Does every pair of shoes you sell give satisfac- 
tory wear? Do your customers come back for 
further requirements? Do they tell their friends 
about the fine service and comfort obtained in 
your store? Or do your shoes cause so much dis- 
satisfaction that they bring complaints? 


The amount of re- 
peat business and vol- 
ume which you can 
enjoy depends entirely 
upon the degree of sat- 
isfaction that accom- 
panies every pair of 
shoes leaving your 
store. Remember, 
though, that satisfac- 
tion comes from foot 
comfort. 


You must never lose 
sight of the fact that 
shoes are manufac- 
tured over lasts de- 
signed for normal feet. 
However, only two or 
three persons out of 
every ten have normal 
feet. This means that 
the other seven or 
eight people demand 
particular attention. 
It means that you must 
regard the condition of 
each individual’s feet 
before selling a pair of shoes or even fitting a pair. 


Any number of people suffer pain and nervous- 
ness due to impingement on the ball of the foot 
caused by depressed metatarsals. The properly 
fitted Dr. Scholl Metatarsal Arch Support cor- 
rects this condition, provides quick relief and 
enables the customer to enjoy greater comfort in 
the wearing of your shoes. 


The person whose arches are weak or who has 
first, second or third stage of weak foot—when 
standing upon the feet with the body’s weight 
upon them causes each foot to elongate anywhere 
from one, two or three shoe sizes. In such instances 
it is absolutely essential to foot comfort that a pair 
of Dr. Scholl’s Arch Supports 
be provided after a careful 
fitting. This prevents such 
elongation and by providing 
the proper support at the 
right elevation it affords the 











customer relief for his or her arch troubles and 
enables your shoes to give better wear and more 
comfortable service. 

If a customer’s feet show a protruding bunion 
you will agree that you cannot take a normal last 
shoe and put it on that bunion foot without 

causing excruciating 
pain and complete dis- 
satisfaction with your 
shoes. Something must 
be done for the bun- 
ion before the shoes 
will give any degree 
of comfort and wearing 
satisfaction. 


We could go on for 
several more para- 
graphs and show you 
conclusively that it is 
not only profitable but 
absolutely essential to 
successful shoe retail- 
ing to carefully regard 
the feet to which you 
fit shoes. Remember 
you fit the shoes to feet 
and not feet to shoes. 


If you want to en- 
large your trading 
area, build your vol- 
ume, reduce your com- 
plaints, widen your 
profit and build repeat 

business—then learn about Dr. Scholl’s plan of pro- 
viding complete customer satisfaction with every 
pair of shoes sold. There is no obligation or cost 
involved. Dealers who incorporate Dr. Scholl’s 
Foot Comfort Service as a vitally important part 
of their shoe business obtain the fullest coopera- 
tion of this world wide organization and receive 
every available merchandising assistance without 
cost. Learn what we can do for you. Fill in the 
coupon below and mail it to the nearest Scholl 
office. The Scholl Mfg. Co., Inc., 213 W. Schiller 
Street, Chicago or 62 W. 14th Street, New York. 


Without cost or obligation please mail me particulars 
or have your’ representative call to explain how the 
Dr. Scholl plan can benefit us. 


NAME 





ADDRESS____ 





CITY @ STATE 
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This unusual display of Franklin 
Simon & Co., New York, is classic 


ant ae ee 


in its directness, simplicity, and at- 
tention-power. Note how dramatic 
a story it tells with a minimum of 
“copy” and pairs. The placard to 
the left of the display is worthy of 
comment for its brevity and in- 
formation. It reads: “The Spring 
Shoe Picture is painted in shades 
of blue, brown, or black. Shoe 
Shop Fourth Floor.” Through the 
words blue, brown, and black was 
painted a light wash of the colors 
denoted. Here is a display where 
the “copy” is no less clever than 
the “set.” H. thle is the window 
display director. 


windows on Monday should be planned to tie in 
logically with any such publicity campaign in your 
community. 

By the end of Foot Health Week, the Spring season 
will be well advanced and from then on the job of 
the display man is to present a series of attractive 
windows featuring the new season’s shoes. We believe 
it is a mistake to display sport shoes in April, except 
in the southern sections of the country where they are 
seasonable merchandise at that time. New York shoe 
stores, particularly some of the men’s chain stores, 
were showing typical Summer sport types as early as 
the middle of March, but it is the firm conviction of 
many successful retailers that this early promotion of 
Summer footwear, planned with the thought of building 
up an early interest that can be translated into sales 
at a later period, is likely to prove a merchandising 
error and have an effect exactly the reverse of what 


is intended. When a shoe is shown too far in advance 
of its natural season, the prospective customer is likely 
to become indifferent and lose the interest that would be 
aroused if it were flashed before his eyes at the time 
when he would otherwise be inclined to buy it. 
Moreover, the exploitation of Summer styles too far 
in advance of the Summer season is very likely to have 
the effect of cutting down the volume of sales that 


might otherwise be obtained on the “in-between” shoes. 
Many merchants, for example, try to sell the men cus- 
tomers a pair of Summer-weight shoes in brown leather 
in May, and then an extra pair of white or combination 


white sport shoes a little later on. If the customer 
sees the sport shoe in the window in April or May, he is 
likely to pass up the brown and the store loses a 
potential sale. Correct timing is as vitally important 
in advertising, window displays and promotion as it is 
in the selection and buying of merchandise. 


“Sitting Feet” and “Walking Feet” 
were illustrated in this unusual and 
appealing display by James Mc- 
Creery & Co., New York. In the 
background of the circle was a 
silhouette figure of a woman walk- 
ing, which was lost in the repro- 
duction. The window is noteworthy 
for its harmony and balance, as 
well as for the manner in which 
the shoes are spaced to give a good 
impression when the display is 
viewed as a whole and at the same 
time show off to advantage the 
pattern and material of each in- 
dividual pair. The excellent light- 
ing of the window is also an im- 
portant factor in its favor, the 
photograph having been made at 
night. 
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ONCE MORE 
_.. WHITE DOMINATES 


and in the White Calf field Hubschman’s beautiful, lustrous-finished 
White is outstanding! A calfskin of perfect adaptability and incom- 
parable quality, Tandrite White has a purity of color, tightness of 
break and mellowness of texture that are unsurpassed. 











The woman who is keenly aware of both style and quality will be 


instantly attracted to the season's unexcelled leader —Tandrite 
White Calfskin. 


E. HUBSCHMAN & SONS, INC., PHILADELPHIA 
TANNERS OF FINE CALF LEATHERS 


The “Gauntlet,” a glove-fitting pattern of 
the monk type by Gregory & Read Com- 
pany,lynn,Mass. Hubschman’s White Calf. 
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Too Many (“ooKs 


@ Too many shoe lines spoil the profits. 
That’s why a steadily increasing number 
of independent retailers are adopting the 


Brown Concentration Plar 


It would be hard to locate a shoe retailer 
who sometime during his life hasn’t quoted 
the old adage: Too Many Cooks Spoil the 
Broth. But these same retailers are not 
so ready to apply this time-tested logic 
to their own stores. 


If you were to X-ray the average shoe 
retailer’s mind we believe you would see 
this type of reasoning going on: “I’m 
selling lines A,B,C and D to my customers. 
If I eliminate lines B, C, and D, concen- 
trating on A alone, I’m running the risk 
of eliminating some of my customers. I 
can’t afford to do that even though con- 
centration on one line would enable me 
to avoid duplication, cut down on the 
usual overstocked condition in caution 
and danger widths and sizes—and, in fact, 
carry 30% to 40% less stock.” 


There must be a fallacy in this type of 
reasoning because the records prove that— 
Retailers who adopt the Brown Concentra- 
tion Plan make more profit on this basis than 
they make under the many-line operation! 


Here’s an important reason why. When 
a shoe retailer takes on this plan, a corps 
of shoe retailing specialists go to work 
for him to create more sales and profits. 


Let us introduce these specialists: 1) 
those who help the retailer to BUY more 
efficiently; 2) those who install and help 
maintain a STOCK CONTROLSYSTEM; 
3) those who plan ADVERTISING, 
STORE and WINDOW DISPLAY; 4) 
Specialists in ANALYSIS and COST 
ACCOUNTING. 


These shoe retailing specialists, work- 
ing in harmony with the shoe retailer, 
like the fingers of a hand work with the 
thumb, explain why Brown Concentra- 
tion retailers make more profit than many- 
line retailers. 





46,000,000 Shoe Prospects 
see me in the Buster Brown 
advertisements that runin the 
Sunday Comic Sections of 69 

newspapers throughout 
the country. 
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Are Too Many Lines 
Spoiling Your Profits? 


THE Brown Shoe representative 
does not approach you on the sub- 
ject of Concentration until he has 
reason to believe that you have a 
97% or better chance of making 
more profit with this plan than 
without it. If our representative 
asks it, grant him permission to 
analyze a section of your stock. 
That is the simplest way for him to 
determine whether the plan will fit 
your needs and you will fit the plan. 
We are confident that his analysis 
will be enlightening, and your per- 
sonal contacts with him refreshing. 


Taw Goce Goungasay sz. ours 


Manufacturers of the Concentration Line—Including Buster Brown Tread Straight 
Shoes for boys and girls and BROWN Tread Straight Shoes for men and women 


a 
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THE SHOE STORE 





A Working Schedule for Busy Merchants 





There will soon be a de- 

mand for white footwear 
for graduation, particularly in 
towns where schools close early 
in May. Have you placed your 
orders? And have you arranged 
to secure a list of the graduates 
so you can send them a letter 
at the proper time? 


9 Change all your windows 
today, giving one entire 
window to a promotion of chil- 
dren’s shoes. Play up some in- 
expensive gift free with every 
pair—for instance one of the 
airplane kits boys are now so 
interested in. These can be 
bought for about 7c. each. 


13 Run a big ad on chil- 
dren’s shoes today. And 
you might head it “Friday the 
13th! Some say it’s an unlucky 
day, but this time it’s a LUCKY 
DAY for here’s news of a ‘grab 
bag’ bulging with prizes for 
boys and girls who buy new 
shoes at Blank’s today or to- 
morrow.” 


Put in a Foot Health Week 

window today. Make sure 
that all cards in the windows 
and inside the store that have 
any reference to Easter are re- 
moved. April will be a GOOD 
business month. Are all your 
merchandising and advertising 
plans made for it? 


STYLE should be the 

theme in your advertising 
this month, for many women 
wait until after Easter to get 
their Spring footwear. Prepare 
a smart style ad for the papers, 
and rearrange your window dis- 
plays to feature the shoes you 
are advertising. 


1 There should be a mail- 

ing on children’s shoes 
this week—a letter, or folder 
emphasizing the fact that out- 
door days call for new footwear. 
And don’t neglect tc play up 
your free gift offer. A good 
“leader” in children’s hosiery 
will make the mailing more ef- 
fective. 


14 If you didn’t have a 
women’s style ad in yes- 
terday’s paper then it is doubly 
important that you have un- 
usually interesting window dis- 
plays of women’s footwear to- 
day. If you have any new ar- 
rivals get them out in front — 
and be sure you price out every 
pair! 


You had better make a 

thorough check of stocks 
today for your Easter business 
has no doubt left you with in- 
adequate supplies of wanted 
sizes and colors. How is your 
stock of children’s footwear? 
This is a good month to have a 
promotion of this line. 


A good window special for 

today would be rubber 
soled canvas footwear. Be sure 
that hosiery is mentioned to 
every woman who buys shoes to- 
day. Another good item to sug- 
gest when shoes are purchased 
is rubbers. You'll be surprised 
_ many extra pairs you can 
sell. 


11 Find time today to check 
your stocks. There must 
be some short lines or slow 
sellers after the Easter selling, 
and these ought to be pushed 
out this week. Check your win- 
dow and store lights to make 
sure none are burned out. And 
don’t the shades need washing? 


4 It’s time to start pushing 

golf footwear. If you can 
secure a list of members of the 
local club a letter telling about 
your line can be sent out any 
day now. Male golfers who 
wear slacks prefer short sweat 
socks. Have you a good supply 
of them in stock? 


12 Why not fix a “grab 
bag” for a Saturday fea- 
ture in connection with your 
promotion of children’s shoes? 
Secure a number of inexpensive 
gifts for children, wrap each 
one separately and place them 
in a box or bag. Then allow 
“one grab” with each purchase. 


1 This is the day to change 

all window displays for 
the week. And how about those 
backgrounds? Isn’t it about 
time you changed them, or re- 
painted them, or did something 
to give your windows a NEW 
appearance? Check over your 
window fixtures too. They may 
need refinishing. 


Make It a Profit Springtime by Intensive and Well 
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To Produce More Profit ‘Through Planning 





l What is the best shoe 

value in your store to- 
day? Then why not write a 
brief newsy letter telling about 
it, just as you would to a cus- 
tomer in the store? Send this 
letter to your entire list, and 
then have a record kept of the 
number of calls for that style. 


21 Start today and ask every 
customer who enters the 
store the rest of the month to 
register name and address so 
you can check your mailing list 
and bring it up to date. All it 
will cost you will be a little 
effort and you'll get many new 
names. 


2 | This is the day you 
| check stock. And you 
had better check over goods on 
order to make sure you're going 
to have what’s wanted in May. 
It’s just a week away. It’s time 
to get the electric fans down 
off the shelf and oil ‘em up 
ready for the first hot day. 


1 Time for the weekly 

check of stocks. This is 
housecleaning season. How 
about the store _ interior? 
Couldn’t it stand a houseclean- 
ing too? It is remarkable how 
a little paint and varnish or a 
new floor covering can brighten 
up a store and change its en- 
tire appearance. 


26 Next month you'll be 
wanting a good idea to 
put over Men’s Summer Weight 
shoes in your ads and windows, 
and it will be too late to do 
anything about it. Now is the 
time to plan out a campaign 
and get everything ready if you 
really want to cash in on this 
idea. 


30 New window displays 
today. Why not put in a 
miniature Maypole display since 
tomorrow is May Ist? Have rib- 
bons extending from the top of 
the pole to a circle of shoes 
around it. Are you all ready for 
the new month? Have you any 
plans for making it better than 
last year? 


1 How many good custom- 

ers have drifted away 
from you in the past year? Do 
you know? It will pay you to 
spend some time going over 
your customer records and mak- 
ing a list of those you have not 
seen in the store for a long 
time. Then send them a tactful 
letter. 


23 In putting in new win- 
dow displays today for 
the week why not give men’s 
shoes a really big display, fea- 
turing ALL your good numbers, 
and with display cards urging 
that outdoor days demand new 
shoes. If you sell sox, have a 
snappy window special all week. 


2 Perhaps you might use 

two ads tonight. One on 
women’s style footwear, and a 
separate ad on the sporting 
news page featuring men’s 
shoes. In the men’s ad play up 
golf footwear, and if you sell 
golf balls name a special price 
on them for Saturday only. 


20 Why not prepare a news- 
paper ad announcement 
of “Footwear For Outdoor 
Days” and then play up not only 
your style lines, but your sports 
footwear? And don’t neglect 
hosiery—give it a good space. 
If you must have a “leader” 
use a two or three pair price 
offer on hosiery. 


2 Follow up your men’s 

window with a good let- 
ter on men’s shoes, and send 
it to the man of the house. 
Call attention to several styles, 
and remind him that there’s a 
real “buy” in men’s hose in 
your window this week that he 
cannot afford to miss. 


2 Have your advertised 

numbers of men’s foot- 
wear out on a table in the store 
today where they can be ex- 
amined. Most shoe stores do 
not do enough of this. Many 
men, and women too, will sell 
themselves if they can pick up 
a pair of shoes and look them 
over. 


May brings to northern communities the first oppor- 
tunity to promote typical types of Summer footwear, 
including white shoes and sport shoes for men and 
women, Summer weight shoes for men, sandals, slippers, 
sneakers, rubber and composition soled types, and all 
sorts of specialties for Summer use. Plan a vigorous 
promotion of all these profit building specialties and 
watch for RECORDER announcements of merchan- 
dising plans for National Sport Shoe Week 
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IMustrated above, from left to right: (A), The backbone of the popular priced trade is a rather plain shoe, black calf being the number 
one seller, on a medium narrow last. This same last, detailed differently sells equally well in all the other grades. Sport shoes made over 
this last are very good sellers. (B), Those in the “teen” age wear a substantial easy fitting shoe the year round. They like, too, this 
full brogue last for both the grains and the lighter weight calf shoes. The shoe illustrated shows the Blucher pattern as worked out for 
a dressy shoe. (C), The medium broad last lends itself to a wide variety of uses in a shoe department. It sells well when made up as 
a heavy grain and fully as well when stocked as a kid comfort proposition, for it is one of the best repeat lasts in the house. ( D), Cus- 
tom lasts have long been the number one sellers in the top-priced field. Recent style trends have caused them to be important in the 
popular price grades. Extreme edge trimming, from the sharp spade shanks to the fine close edges, makes this last most desirable. 


How to Select a Well 
Balanced Stock 


Men's Shoe Buyer Who Aims at.a Fool-Proof 
Assortment Must Classify Customers First 











EN’S shoe departments in department and 
M clothing stores usually have a definite handi- 

cap to overcome, in comparison to the aver- 
age men’s shoe store, which is due to their being as- 
signed space far away from main traffic. We buyers 
therefore face a difficult problem in attracting enough 
men to visit our departments to warrant keeping our 
jobs and those of the men working immediately under 
us. 

The reputation of the store for satisfactory service 
and merchandise depends largely upon the buyer him- 
self, how his salesforce meet and handles the trade, 
their knowledge of the stock and their skill in fitting. 
There is one element that the buyer alone is responsible 
for—that of furnishing and maintaining a fool-proof 


stock of shoes which will meet all necessary require- 
ments. 

The first thing necessary, in building such a stock, 
is to confine one’s trading with legitimate, standard 
concerns. Next is a close cooperation with these con- 
cerns in developing and building merchandise best 
adapted to the needs of the individual store. 

A study of a store’s customers is the first step in 
arriving at what we term a fool-proof stock. Many 
people come in a store to buy shoes. It is not possible 
or feasible to try to satisfy every conceivable prospec- 
tive customer. What we do endeavor to accomplish is 
to have a stock that will take care of the great majority 
of men who step into our department. 

Some lost sales are to be expected on the unusual 
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Silex JUMP 


when you feature this display! 





USTOMERS buy what they see! 

Put this Shinola White display 
container where your customers can 
see it—and they'll buy and buy— 
and buy! 

How do we know they will? Well, 
for one thing, they did last year! 
In 1933 your customers bought all 
the Shinola White Cleaner we could 
make—and asked for more! And 
this year, shoe experts agree, will be 
an even better white year than last. 

What’s more, Shinola is being 
extensively advertised throughout 
the country in 1934. Leading mag- 
azines—TheSaturday Evening Post, 





Write 


Liberty, Cosmopolitan, Woman’s 
Home Companion, True Story, 
Photoplay and others—will all help 
build up public demand for this 
popular 10-cent item. 

Stock Shinola White for larger 

profits! Feature the attractive dis- 
play container. Now is the time to 
get your supply! Order from your 
jobber today. 
If your wholesaler cannot supply 
you, get in touch with our nearest 
office. 2 IN 1-Shinola-Bixby Cor- 
poration, New York and Indian- 
apolis. 

















White Cake. 








PACKED one dozen to at- 
tractive display container. 
Shinola White is also made 
in popular, large-sized tubes 
and in cake form. 








The COMPLETE SHINOLA 
LINE includes Creams 
(Black, Tan and Neutral), 
Black Liquid, Black French 
Dressing, Black Dye, Liquid 
Fabric Cleaner, and Shinola 
Pastes in Black, Tan, Ox- 
Blood, Brown, Neutral, and 











SHINOLA White Shoe Geaner 
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demands of a few customers. But someone is at fault 
when a regular customer is lost for want of a regular 
shoe. When this has happened once too often it has 
cost many a buyer his job. It does not take the head 
office long to learn about these things. 

A study of natural customer retail prices in our store 
has proved the price range to be from $5 to $12. 
About 25 per cent of the sales fall in the $11 and $12 
range; another 25 per cent in the $9 line and the 
balance from $5 to $7.50. 

Basically the models involved 
in these different price lines are 
the same. They are the custom 
last; medium narrow toe; fairly 
straight or medium broad toe, 
and the brogue or broad toe. All 
price lines are built around these 
types of toes. Emphasis must be 
placed on the fact that these 
lasts do not sell in the same pro- 
portion in all grades, nor are 
they detailed alike. 

For example, there is the custom 
type of last which becomes more 
extreme in the top grades as far 
as sole extension and the narrow- 
ing of toes is concerned. Then, 
too, we find, as the shoes approach 
the higher-price lines, the models 
are more refined and are inclined 
to be styled up more by applica- 
tion of punchings, perforations and 
wider spade extensions. 

It is of the utmost importance 
that each price line should be com- 
plete. This does not mean only in size range, but 
that the models involved should be so selected that any 
customer can be suited in the shoe which interests him. 
In other words, regulations as to price lines must be 
complete as far as the four basic lasts are concerned 
and also as to size range and reasonable selection of 
models. 

Let’s analyze the requirements of our principal 
groups of customers, using this store as a typical ex- 
ample. There’s the man who wants a five or six dollar 
shoe. He is interested in shoes which have the earmarks 
of the higher-priced footwear. In fact, he usually 
demands—and gets—close copies of the higher-priced 
shoes. While style has a certain amount of appeal 
to him, two other factors are of prime importance, 
comfort and fit. 

Our six dollar man is one who watches his pennies. 
He is interested in good wearing uppers, substantial 
bottom stock, linings which will last the life of the 
shoe; a shoe which he can put right on and wear with 
comfort. When he finds a shoe which will give him 
a month or so more wear than he usually gets and 
still look passable, he is a fast friend of the store which 
served him. The style of this shoe cannot be sacri- 


HENRY H. KAYE 


Prominent New York 
experience in stock planning formed the 
basis of this article. 
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ficed for wear, but must be detailed in good taste so 
that it can be worn with pride anywhere. 

Now to meet the needs of this composite Mr. Six 
Dollar Man, and irrespective of the seasonable novel- 
ties and semi-novelties which vary according to loca- 
tions and conditions, a plainly detailed shoe on a me- 
dium narrow toe is the best seller. It is developed in 
both black and brown calf, with the black outselling 
the brown three to one. 

A most important factor in this 
price field is the ever-increasing 
trade of the growing boys of from 
11 to 14 years old. Most of them 
have feet which need the men’s 
sizes. This means that the next “best 
sellers” comprise a selection of 
heavy leathers, grains and heathers 
predominating. A staple is a full 
brogue grain. This is good the year 
round because the boy likes it, then 
his parents with an eye to shoe bill 
economy approve of the wearing 
qualities. 

In parenthesis, it must be re- 
marked that the supplying of boys 
with something which will stand 
the gaff and at the same time give 
them a shoe which they like and 
which will fit to perfection, is the 
surest way of building up a mighty 
fine trade with these potential loyal 
customers. So great is the earned 
confidence of our department, that 
many boys come in alone to select their shoes. In some 
towns, that may not mean a great deal, but it does in 
this man’s town. The greatest possible care is used in 
seeing that boys get, not only the proper fitting, but 
the proper shoe. 

Style number three in sales importance in the popular- 
priced field is the dress shoe for boys. This is the same 
last that the heavy grains brogues are made of, but it 
looks like an entirely different proposition due to the 
detailing. When a shoe is shown a customer, hé never 
dreams that the smooth calf, fairly close-trimmed-edge 
model he is trying on is exactly the same last as the 
grain shoe regularly worn. 

This shoe is not only very important to the boys 
trade, but it is a favorite with the older men. We 
never take any losses on a shoe of this nature. In fact. 
we carry this same calf shoe two ways, one styled up 
somewhat for the younger trade with a pinked vamp. 
stitched lace facing and fine wheeling on the sole, the 
other perfectly plain for the older man. This seems 
like a duplication, but in our case we sell both models. 
without ever taking a markdown. There is no better 
proof than that as to the salability of both numbers. 

[TURN TO PAGE 43, PLEASE | 
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SHOE FASHION RESEARCH 


incorporated 


A new organization created for the purpose 
of servicing shoe manufacturers and retailers 
aes ak, Salen with an intelligent, highly individual style 


PATENT PENDING » bd 
(® SHOE FASHION RESEARCH SeevaEe. 
incorporated 





With excellent contacts and facilities both in 
Paris and New York, Shoe Fashion Research, 
Inc., will offer an unparalleled style and de- 
signing service, featuring the new and sensa- 
tional Styl-O-Forms. 


Our 7 Point Service '  §tyl-O-Forms afford the most modern and ef- 


fective method of presenting shoe styles. Ac- 
and designing service with tual leathers and fabrics are presented on 
seven great and unusual fea- Styl-O-Forms as they would appear on a 
tures. Do you want to know pullover, but shown with a heel. Styl-O-Forms 
the newest Paris fashion display combinations of materials, stitching 
one, te lt hee and special details graphically and prove in- 
styles? Are you interested p “ i 
‘s,s Minis es ee ele valuable aids to manufacturers in styling 
Shoppers’ Service? In Spe- their lines. Salesmen, too, find Styl-O-Forms 
cial Designing? In Styl-O- easy to handle, compact to carry and effective 
Forms of Paris inspiration? to supplement their sample lines. 

Our 7 Point Service includes 
all of these and more. Ask 
us about it. 











Here is a complete styling 


Investigate our 7 Point Service and consider 
how it will benefit you. We'll be glad to en- 
large upon it and invite inquiries. 
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... the Selection of BRAUER BROTHE{« 


Evans Ruby Black Kid, the choice of successful manu- 


facturers and merchants for over eighty years, is a qual- 


ity kid of absolute dependability. Carefully selected from 


fine, mature skins, it is skilfully tanned so as to retain 
its rich “natural beauty.” Shoes made of this pliable, 
durable leather have outstanding smartness and value, 


of the sort that brings customers back again and again. 





Sanyo 


igafor their distinctive tym INSTEP 


The smart pump shown here is the Tango, latest achievement of Brauer 
Brothers, and a real contribution to the realm of footwear. Its patented 
“flexible instep” gives a pliability and comfort never before found in 
shoes so trim and beautiful . . . just as its finish of Evans Ruby Black 
Kid assures lasting value and richness. 

The Tango is carried in stock in black, blue, brown and white kid, and 
patent. Sizes AAAA to B, 2 to 9. 198 last, 19/8 heel. The “Tango Pump” 
is covered with letters patent. 


JANUS RUBY KID 


JOHN R. EVANS wd COMPANY 
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Boston Club Pays Tribute 
to 
Tom Anderson 


Secretary 25 Years Without 
Having Missed a Meeting, He 
Now Becomes Secretary- 
Treasurer by Unanimous Vote 


THOMAS F. ANDERSON 


Secretary-Treasurer, 
Boston Boot and Shoe Club 


HAT started out to be the annual business 

\ \ meeting of the Boston Boot and Shoe Club, on 

the evening of March 21, developed into a 
spontaneous tribute to its secretary, Thomas F. Ander- 
son, who has just completed his twenty-fifth year in 
that office with a record of never having missed a 
meeting. 

Business was forgotten. Prominent members of the 
organization were cordially invited to make their brief 
remarks even briefer. Carefully laid plans to entertain 
ideas for the club’s betterment went by the board, and 
the large gathering in the Hotel Statler settled back to 
listen with obvious enjoyment to the reminiscences of 
a busy life—first as printer’s devil in the mechanical 
department of the Boston Traveler, then as news 
gatherer, and finally, as star reporter and feature 
writer on the staff of the Boston Globe. 

“From which position,” he commented, “I was on 
leave of absence when I became what I am today—a 
second-rate secretary.” Which constituted an obvious 
misstatement of fact not at all in keeping with his 
reputation for veracity, for just a few minutes before, 
by the unanimous vote of the club, he had been pro- 
moted from this second-rate secretaryship to the first- 
rate secretary-treasurership—all in recognition, in the 
language of a resolution presented by Thomas F. 
Dolan, “of the most efficient and honorable service 
which he has rendered during the past twenty-five 
years.” To which the Boot anp SHoe ReEcorper, 
paraphrasing Pope, adds its own tribute: 


“A sincere soul—clear in honor, faithful in action, 
serving no private end, breaking no promise, losing no 
friend.” 

Short addresses were made by Charles C. Hoyt, club 
president during 1902, 1903 and 1904; Alfred W. 
Donovan, president for four years beginning in 1909; 
August H. Vogel, president in 1929 and 1930; John 
J. Holden, manager of the National Shoe Retailers’ 
Association; Major Charles T. Cahill, of the United 
Shoe Machinery Corporation; Thomas F. Dolan, of 
the Shoe and Leather Mercantile Agency; and Everit 
B. Terhune, president of the Boot and Shoe Recorder 
Publishing Co. 

The annual election resulted as follows: 

President, Maxwell P. Gaddis, International Shoe 
Co., Boston, Mass.; first vice-president, Everett T. 
Packard, Avon Sole Co., Avon, Mass.; second vice- 
president, Major Charles T. Cahill, United Shoe Ma- 
chinery Corporation, Boston, Mass.; secretary and 
treasurer, Thomas F. Anderson, Boston, Mass.; asso- 
ciate secretary, George M. Rand, Tolman Print, Inc., 
Brockton, Mass. 

The executive committee consists of the following: 
Carl F. Danner, American Hide and Leather Co., Bos- 
ton, Mass.; William A. French, Stacy-Adams Co., 
Brockton, Mass.; B. Stanley Jordan, Jr., Dungan, Hood 
& Co., Inc., Boston, Mass.; William W. Leavitt, Arnold 
Bros. & Co., North Abington, Mass.; Frank R. Lemp, 
leterson Tanning Co., Boston, Mass.; Charles D. 

[TURN TO PAGE 63, PLEASE] 
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Ask us to send you complete information about our merchandis- 

ing and advertising helps. @, We will mail you a free copy of the 

“Daily Sales,” brim full of suggestions and plans that can in- 

crease your turnover on every shoe you have in stock. @ The 

“Daily Sales” not only helps you sell shoes of Kangaroo, but 

it also explains how you can use the dramatic and appealing 

story of “the strange Kangaroo” to move all your lines. 

@ It describes the advertisements we will furnish free, and 

which you can run over your own name in your local 

newspapers. It shows how these advertisements actually 

look when placed in a paper, and explains the attention 

getting power of the illustrations and the copy. @, We 

are furnishing these advertisements, prepared at our 

order and expense by a professional advertising agency, 

to dealers everywhere who sell shoes of genuine Kangaroo. 

Shoes of “kangaroo horse,” “kangaroo calf,” and “kangaroo sides,” 

of course, are not shoes of genuine kangaroo—and offer neither you nor your 
customers the full advantages of the latter. 


Australian KANGAROO tannedin AMERICA 


When writing advertisers please mention Boot and Shoe Recorder 



























































Having spent fifteen years in the 
manufacturing of shoes, I am taking 
the liberty of making a few observa- 
tions in the hope that some new and 
better ideas about heels may develop, 
and possibly some age old problems of 
shoemen and physicians may be solved. 

At the recent convention of the Ameri- 
can Osteopathic Association it was very 
noticeable that nearly every speaker on 
the foot section program stressed the 
importance of the articulations be- 
tween the Astragalus and Os-calsis and 
between these bones and the Navicular 
and the Cuboid respectively, and they 
very definitely brought out the fact that 
improper balance of the foot in the 
shoe was a very possible cause of much 
of the trouble in this part of the foot. 


Questions Arch Elevating Theory 


Ever since the revival of the idea 
of building up under the inner longi- 
tudinal arch and the wedging of the 
inside of the shoe to correct foot trou- 
bles in general, I have been asking the 
questions, Why? and What For? and 
asking myself, what is being overcome 
by the elevation of the inside of the 
shoe? Surely there can be no com- 
plaint at having the ball of the foot 
lay flat if it is given room to do so 
without crowding, and certainly all 
forces tend to keep the Os-calsis in 
proper position if it rests on a flat sur- 
face. 

The answer then seems to be that 
the outer border of the foot is held too 
high between the two weight-bearing 
points, namely the heel and the head 
of the fifth metatarsal. 

The normal foot supports the stand- 
ing weight best on a perfectly level 
surface and the contact is from the 
heel along the outside and across the 
ball of the foot. The inner arch raises 
very sharply from the point of contact 
of the Os-calsis, but the so-called outer 
arch and the outer edge of the plantar 
ligament lays down in a plane with the 
three weight-bearing points so com- 
monly recognized. There is, to be sure, 
a cushion of fat under the heel and 
ball of the foot but this is just enough 
to raise the foot from too severe a con- 
tact along the outer border. 

From the study of many feet and 
many shoes, I am certain that those 
lasts fit best that best provide for the 
Cuboid and the base of the fifth 
Metatarsal. Many of the older type 
lasts carrying extremely high heels 
carried additional wood on the outside 
at this point. 

Provision may be made for the Cu- 
boid and fifth Metatarsal in two ways, 
either by adding width or depth to 
the last at this point. On account of 
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No Heels vs. Balanced Heels 
CHARLES HENRY BABER 


and outer longitudinal arches at this 
point the foot may adapt itself to either 
position with little difficulty, as it is 
the function of the outer toes to adapt 
themselves to uneven surfaces, as in 
walking on a side hill or uneven ground. 
The next time you are on the golf 
course or taking a hike in the country 
study the action of the outer toes and 
the outer longitudinal arch. 

The peroneus longus muscle is one 
of the main supports of the outer longi- 
tudinal arch and gives it this support 
by its tendon passing under the Cuboid 
in a groove on the under surface of that 
bone, thus giving a support that is 
adaptable in- either the raised or 
lowered position. As far as_ the 
mechanics of the foot are concerned it 
is easy to see that the lower position is 
the stronger. 

Many splendid lasts have been made 
to provide room along the outside of 
the last and in a few instances pro- 
vision has been made for wedging the 
heel on the inside at the breast. All 
of these provisions are a splendid start 
in the right direction, and recently 
there are lasts appearing that do carry 
the outer arch low and full. 

These later developments have 
greatly improved the balance of the 
foot in the shoe, for it is easy to see 
that when the insole is too high under 
the base of the fifth Metatarsal the 
Cuboid will be held up and a constant 
lateral thrust exerted on the transverse 
arch which will have a very decided 
tendency to invert the foot. 


Sees Outer Border Danger Point 


This slight raise in the insole at this 
point seems to me to be the high point 
that is being offset by arch supports, 
wedges and cookies placed so com- 
monly on the inner side of the shoe 
and under an arch that is not designed 
to be supported in that manner. 

The back of the heel has been known 
as the vulnerable spot due to the legend 
that gave the name to the tendon 
Achilles, but in shoemaking it seems to 
me that the outer border of the insole 
from the weight-bearing point of the 
os calsis to well in front of the base of 
the fifth metatarsal should be known 
as the vicious point. 

By experimenting with long heel lin- 
ing pieces made from soft insole felt 
% and % inches thick and extending 
full thickness well forward on the in- 
side and skiving the outer side forward 
from the weight-bearing point of the 
Os-calsis, I have found that the outer 
border of the foot has been made more 
comfortable, that the shoe fits tighter 
around the top, that in many cases the 





a marked flexibility of the transverse 


heel stops slipping, and I am sure that 
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the tendency to “run over” heels is in 
a large measure at least, being cor- 


rected. Certainly the balance of the 
foot is greatly improved. 

Now let us suppose that the last 
has been made perfectly, that the pro- 
portions are right and that full allow- 
ance has been made to take care of the 
lateral thrust or normal spread of the 
transverse arch under weight. Then 
suppose that the heel is too high at 
the breast on the outside. There is 
enough stiffness in the new shoe to 
support this strain. There is in many 
shoes enough spring in the heel, so 
that when the body weight is in the 
shoe, it will tighten the quarter when 
standing squarely on the heel, and of 
course there is enough elasticity in the 
foot to adapt itself to a “new shoe.” 


What Happens When Shoe Is Worn 


Supposing the above condition exists. 
Let’s see what will happen when the 
shoe is worn. First the quarters will 
begin to stretch due to the unnatural 
strain of the leverage of the unbal- 
anced heel under the body weight. 
Second the high outer corner of the 
heel will encroach on the Cuboid room 
allowed in the last and the Cuboid and 
the head of the fifth Metatarsal will be 
displaced upward, or the heel will be- 
gin to “run over,” or both, and the out- 
side of the shoe will break down due 
to that “persistent foot” finding a place 
for the Cuboid and fifth Metatarsal 
base in alignment with the weight- 
bearing points, and how the outside 
quarter will gap and stand out from 
the foot. 

Much experimentation has been done 
in certain lines of shoes wedging the 
inside breast of the heel and this seems 
to be correct, but only half of what is 
needed for it seems that an equal 
amount should be taken out on the out- 
side, perhaps not to the edge of the 
heel, but just gouged out or molded so 
that the shank placed well to the out- 
side would not raise the insole, or the 
heel being more rigid than the sole, 
spring the sole away from the last 
when the heel nails are clinched. What 
shoe manufacturer would accept lasts 
from the manufacturer on which the 
heel plates were irregularly set, so that 
some were perfect, others sunken at 
the outside from 1/16 to % of an inch 
into the wood. Obviously no manufac- 
turer of lasts would allow them to go 
out that way, and yet from the institu- 
tion of ready-built heels and the heel- 
ing machines, heels have varied more 
or less at that point and with present 
machines it can only be overcome by 








expensive hand labor. 
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Features That 


\ Bulld Business 


The channeled insole with the wedge of 
leather so the wearer can make his own 
adjustment for comfort, the flexible shank, 
the patented dual hard and soft rubber 
heel that wears off evenly, encourages 
straight tread and proper body bal- 
ance.. . these are worthy features in 


nine of the sixty in - stock styles 


in Uptown Shoes for The Man 
About Town. » » » » 


See this famous line of high 


grade footwear for men. » 


A STAR BRAND SHOE 


or THE MAN ABOUT TOWN 





ROBERTS,JOHNSONS RAND 


Branch of International Shoe Co. 


ST. LOUIS, Mo. 





When writing advertisers please mention Boot and Shoe Recorder 
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Go into any stock of shoes and ex- 
amine a number of pairs, putting the 
heels together and note the wide differ- 
ence in tread from one pair to another. 
And in this connection I am not forget- 
ting that I have often said and still say, 
“Doctors for feet and shoemen for 
shoes.” I would not attempt to say how 
much spring, if any, should be in any 
given heel for any specific last, but it 
does seem that some way should be 
devised to get it uniform and to get 
the balance right. 

Now to retailers who may not be 
familiar with methods of manufacture, 
this is not something that can be cor- 
rected overnight or that reflects against 
your manufacturer unless the variation 
is too great. With present methods of 
manufacture it cannot be overcome. It 
will require the development of some 
method of leveling off the top of each 
heel to exactly the desired tread before 
the top lift is placed, and how this is 


No Heels 


to Dr. Fairweather’s book is: 

“Dr. Fairweather, a general practi- 
tioner, has given us his evidence from 
practical experience, and his ideas of 
the cure of weak or flat foot by elimi- 
nation of heels, especially high heels, 
and there can be no doubt that his con- 
tention that man was meant to walk 
with his heels on the ground, and not 
elevated, is perfectly true. His illus- 
trations of the deviations of the body 
weight and unnecessary stresses on the 
arches of the foot are accepted. The 
difficulty he will find will be in defeat- 
ing the habit of centuries of fashion. 
Those who are studying the mechanism 
of the foot will certainly find food for 
thought in this little book.” 


Little Support from Trade 


These men received little or no sup- 
port from shoemakers and retailers 
until I, who fear “no foe in shining 
armor” or in other words, I feel no fear 
in telling a customer the correct shoe 
for bad and painful feet, took up their 
theory. 

Although my customer may think me 
mad to suggest he or she could or should 
wear a shoe without a heel, my answer 
is simple. I have no desire to sell 
them a shoe without a heel unless they 
wish it. It takes more of my time, 
therefore it is less profitable; but if 
they wish to be cured it is the only shoe 
that will do it. 

Why do they ask my advice? Be- 
cause they have tried everything in the 
way of a shoe and support, without 
any lasting benefit. Can anyone say 
what benefit a heel can be? The old 
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to be done is certainly out of my 
province to suggest. In fairness to 
manufacturers, it should be said that 
any critical examination should take 
into consideration the possibility of the 
shoe being sprung out of shape when 
the lasts are pulled out of the shoe, 
which will be restored when the foot 
is in the shoe. 

In the years that have passed, it has 
been interesting to note the change in 
points of emphasis in matters of foot 
health. Each new idea, if correct, has 
contributed something to the general 
and lasting good of shoemaking prin- 
ciples and foot health. First the relief 
of cramped toes, then the support of 
the longitudinal arch, the Metatarsal 
arch, so called, and more lately the 
transverse arch. 

And at the present time doctors of 
all schools seem to be attacking the 
problem of proper foot balance, and it 
seems to me that time might be well 
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spent considering the building and bal- 
ancing of heels so that good last-mak- 
ing and splendid shoemaking will not 
be discounted by a heel that robs the 
good lines of the last and ruins the skill- 
ful work of putting the shoe together. 

What will make a shoe stand up and 
keep its shape? Well-balanced heels 
will help and I am sure the matter of 
balance is just as important in regard 
to high heels as the low. 

After eight years practicing osteo- 
pathy with major emphasis on the 
treatment of feet and with a back- 
ground of experience of fifteen years of 
manufacturing shoes, I feel that proper 
foot balance in comfortable, well-fitted 
shoes that allow normal foot activity, 
will prevent the development of a very 
large percentage of foot ailments and 
greatly assist physicians of all schools 
in the correction of those conditions 
that do develop. 


vs. Balanced Heels 


T. L. NORTHRUP, D. O. 


story, “Oh, I have worn a heel since I 
was a child, therefore I couldn’t do 
without it now,” is utter nonsense—as 
proved by Dr. Ellis, Dr. Fairweather 
and also during the past five years by 
about 15,000 of my own customers 
(some over 70 years of age, cripples 
in every sense of the term) who were 
able to walk five miles a day in three 
weeks. These people had previously 
been unable to walk at all for years. 
This is no miracle—just nature re- 
storing balance—taking the weight of 
the body off the transverse arch and 
using the foot and leg muscles as they 
were intended to be used. 
Manufacturers have for years been 
putting in gadgets of all sorts to try 
to get a perfect shoe and are still try- 
ing, when the whole drawback is the 
heel. No adjustments are of any use, 
in my opinion, as long as a shoe is made 
that elevates the body in a wrong posi- 
tion, causing the weight definitely to be 
put on the metatarsal heads. Everyone 


suffers from a dropped transverse arch | 


in some degree, which in my opinion 
proves that the present footwear must 
be wrong. 


Quotes Dr. Locke’s Opinion 


On my visit to the United States last 
September, I was greatly interested to 
see the shoe designed by Dr. Locke. I 
became interested in his work and early 
this year made up my mind to go and 
pay him a visit, with the object of con- 
verting him to the correct shoe. I 
saw the Doctor early in March and the 


first thing I asked him was: “‘Wouldn’t 
his patients be better off if they walked 
barefooted.” He replied: “Yes.” | 
then went on to prove my theory that 
heels were definitely the cause of trou- 
ble and in my opinion his work would 
have better results if the body was 
properly balanced instead of being on 
an incline, as it is in shoes with heels. 
The doctor is a man of very few words 
but he was sufficiently impressed with 
my story to order a pair of heelless 
shoes to try for himself, his daughter 
and one of his head nurses. Maybe I 
convinced him, at any rate, that the 
heelless shoe is the only one that should 
be made for children. If it were pos- 
sible to keep the feet of children strong 
while in the growing stages, they would 
be better equipped to wear fashionable 
shoes later on. The muscles would then 
be able to take care, for a certain length 
of time daily, the strain that is put on 
them. 


O’Neill Made V. P. of Excelsior 


PORTSMOUTH, OHIO—C. J. O’Neill has 
succeeded Edward J. Daehler as vice- 
president of the Excelsior Shoe Com- 
pany at Portsmouth, Ohio. Mr. O’Neill. 
formerly superintendent of the plant, 
will also be sales manager along with 
his new office. ’ 

Other officers elected at the annual 
meeting of the Excelsior Company 
were J. W. Brannon, president, and J. 





D. Williams, secretary and treasurer. 
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A fifth shoe in our fool-proof stock is 
the present development of the custom 
last. This shoe is constantly growing 
with the young men. Right now it is 
detailed rather plain, more of a street 
dress shoe proposition. A shoe of this 
type has always been an integral part 
of the top grades, and now it is an im- 
portant part of every price line. 

Before dismissing the $5 and $6 sum- 
mary, it must be noted that this a mar- 
velous price for sport shoes. Many 
men who usually pay more feel that 
$6 is enough for sport shoes. Natural- 
ly we endeavor to keep them in their 
accustomed grades. And this is a real 
problem which all shoe buyers face. 
Here, we really make a serious busi- 
ness of the sport shoe trade, for there 
is no mistaking that it is a business 
of its own for a number of months. 
A most impressive part of a shoe de- 
partment’s sales comes from the net 
profits of its sport shoe business. 

The next price group is the $7.50 
grade. In most cases, styles are very 
true copies of the $11 and $12 lines, 
for at this price more authentic copies 
of the top grades can be made. 

This price group of men’s shoe cus- 
tomers are for the most part made up 
of the smart dressy young men. They 
are often somewhat limited in regard 
to their buying budget, and as a class 
they are quite fussy about their wear- 
ing apparel. They demand real style, 
so have a distinct leaning toward custom 
effects. Both the medium custom last 
and the narrow custom last are popu- 
lar, especially when detailed with full 
spade soles trim and perforations on 
the vamps and quarters. Wing tips 
are good. An important number is a 
shoe built on straight narrow toe, one 
having straight racy lines. 

In this grade there is the opportunity 
of using trickier colors. The browns 
will run to lighter shades than in the 
lower grade. Beveled and shaped heels, 
a few 9/8, although the 8/8 is best. 

This gives a birdseye picture of the 
fool-proof $7.50 line. Note that in our 
case a very few lasts are carried. This 
is due to the fact that the custom last 
is the accepted one for the well dressed 
man, right now. 

Broadly speaking, the next price line, 
the $9 field, is covered by shoes built 
along foot comfort lines. The lines 
and models that are carried all tend 
toward fine fitting lasts and are staple 
in every degree. More kid numbers 
are stocked in this grade than all the 
rest combined. Soft, fine calfskin is 
also used to good advantage. This line 
is made fool-proof through concentrat- 
ing on the finest of basic materials, 
plus the best of shoemaking. 

This price line is an integral part 
of our shoe business because custom- 
ers who have bought shoes in this 
grade are beyond any question life 


[TURN TO PAGE 45, PLEASE] 
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BY APPOINTMENT 
FORTNUM & MASON, Ltd. 
PICCADILLY, LONDON, W. | 


To those buyers of fine footwear who will be 
in New York for the Leather and Style Show, 


April 17th 
ee Messrs. FORTNUM & MASON ~~ ? 
, beg to Announce a ¢ 


PRIVATE EXHIBITION 
of 


ENGLISH SPORT SHOES 


At the Waldorf Astoria 


in the Perroquet Suite 


rm 


i, es 


OUR British shoemaking firms—acclaimed the 
best in all England—have developed for us a 


Admission by Invitation Only 
Tuesday, April 17th, 4-7 P.M. 


completely new line of sports and street shoes for 
men and women—made to our designs over our 
special American lasts. We are proud to present 


these firms to the fine shoe trade: 


G. M. Tebbutt 
G. F. Hutchings 
Stricklands 
Branch & Co. 


Those interested in the promotion of fine footwear have been 
invited to attend. A few invitations are still available. Please 
apply immediately to Mr. Bernard Oswell at 


FORTNUM & MASON, INC. 


MADISON AVENUE, NEW YORK 


697 
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“I have enjoyed reading the pages 
of the Fitting Rule department in the 
RecorbeER for retail salesmen. In one 
issue the question was asked: “On 
many occasions I have had women 
bring babies in to me, two years old 
or less, and tell me they think the 
child is inclined to be bow-legged, 
and ask me to suggest a remedy for it. 
What advice would you give in an in- 
stance of this kind?” 

“The first part of the answer that 
you gave was all right, but when you 
said to consult a doctor, I wouldn’t 
always tell them to consult a doctor 
—I would tell them to go to a foot 
specialist, as most doctors don’t know 
much about feet, and I know from 
experience. Even in our city, which 
has five or six good doctors—I haven’t 
seen one of them that ever knew much 
about feet, and I believe that is the 
case in most towns. 

“To give you an idea as to what I 
would do when a child is bow-legged, 
I cite the following experience (this 
is a mild case, of course; when a 
case is very bad, I don’t attempt to 
make any suggestions). Two or three 
years ago a woman and a child came 
in the store. The mother said the 
child was bow-legged (which it was 
to some extent), and asked for a new 
pair of shoes for the child. She also 
stated that the baby was having trou- 
ble in walking. I examined the child’s 
feet and shoes and found that the 
shoes were about two sizes too small, 
so I suggested that she get a pair of 
shoes big enough for the child to be 
able to walk. 

“But she at the time didn’t know 
what I was talking about, so she took 
the child to Iowa City to the Clinic 
and the doctors there advised her to 
have braces made for the child. They 
had the braces made and told her to 
get a pair of new shoes to be worn 
with the braces. Do you know that 
they nev-r could get that child to wear 
those braces? And to make a long 
story short, the mother came in to 
see me and asked me what I thought 


a ee 


Many questions relative to the science of 
expert shoe fitting come to the Recorder. 
A few recently received are given, together 
with the reply suggested by an able retail 
shoeman. 

The Recorder welcomes such questions, 
and will endeavor to furnish logical and 
satisfactory answers, so far as possible. 

We invite criticism of our solutions. We 
do not pretend to infallibility although we 
attempt to bring to the solution of each 
problem the experience of eighteen fairly 
successful years in the shoe business. Dis- 
cussion, criticism and suggestions will help 
as much as questions to make The Fitting 
Rule, the Open Form of the Fitting Stool. 


and I told her to get a pair of good 
welt shoes to fit the child. I also sug- 
gested that a leather piece be put in 
the soles and heels of the shoes, to 
raise the inside of the shoes. 

“These pieces made the _ shoes 
higher in the inside and seemed to 
straighten the child’s feet, and today 
that woman buys all her shoes for her 
child here, and the child walks per- 
fectly straight—you wouldn’t know 
that it ever had any trouble and the 
child hasn’t worn the braces at any 
time. This is only one experience and 
we have done this many times. 

(Signed) “Lawrence Kay, 
Geneseo, III.” 


* *, * 


QUESTION—Where did the Blu- 
cher get its name? 


ANSWER: A shoe or mid-leg boot, 
named for its inventor, General Blu- 
cher of the Prussian Army of the 
time of the first Napoleon. A distin- 
guishing feature of the blucher is the 
extension forward of the quarters to 
the throat of the circular vamp, the 
quarter being loose at the inner edge 
and made to lace across the tongue, 
which was originally a bellows tongue. 
After its adoption in the Prussian 
Army in form somewhat similar to 


the present hunting or sporting boot, 
it became very popular. The feature 
of the extended quarter was later 
adopted in shoes of ordinary height 
and with the ordinary type of tongue, 
as well as in oxfords, and this form 
of cut is still much used in all classes 
of shoes, men’s, women’s and chil- 
dren’s. It is a curious fact that all 
three of the great generals engaged 
at the Battle of Waterloo invented a 
form of military footwear. 


R. W.G., New York City, takes is- 
sue with the answer given in the Feb. 
3 issue to the question: 

“Is there a difference in the length 
of a shoe, same size markings, as for 
instance, size 7 A and 7 B, both shoes 
of the same last?” He states: 

“The majority of lasts are made in 
this manner: For example, size 7 AA, 
7A and 7B are all the same length. 
7AAAA and 7AAA are % size 
shorter, but beginning with the C 
width, each width wider increases in 
length to the extent of 4% size. There- 
fore size 7 EEE would be % of a size 
longer than 7AAAA. This can be 
verified by any last manufacturer.” 


eed 


QUESTION—How would you 
soften counters and flex soles that’ 
have become stiff? 

L. T. Montciair. 


ANSWER: We assume that the 
question applies to new shoes in 
stock: 

The toughest wood can be soft- 
ened up with heat, and leather is 
much easier to soften up. Leather 
becomes mellow when warm. Heat 
the leather by rubbing it with the 
palm of your hand. 

It is amazing how much heat is in 
the hand, and if applied properly, 
and patiently, will warm or heat the 
leather, so that you may shape it as 


you choose. 
T. L. H. 
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customers for the store. The lines are staple and stand- 
ard, so do not go out of style. These customers are buy- 
ers of quality shoes, fitted to them as perfectly as is 
humanly possible. They are not influenced by style or 
price appeals. 

In the top grades, a named line is featured, one which 
typifies the finest in domestic shoemaking, materials, 
lasts and patterns. With us, we are inclined in this 
grade to favor staple merchandise. Necessarily, a full 
and complete range of sizes must be carried at all times, 
for no substitution of size or style is ever allowed. 

Former customers of this grade who have been away 
from us for a few years are now returning. They were 
quality customers always, even if for a period they 
could not see their way in buying this grade. A 
satisfied quality customer is always a quality customer 
at heart and will eventually return. Tastes, for the most 
part, run to the conservative, so all models with one 
or two exceptions carry out this thought. 

Now bear in mind that the stock set-up as outlined 
is one suitable for our own store. There are a dozen 
men’s shoe stocks right in Herald Square, some in de- 
partment stores, some in clothing stores and some in 
regular shoe stores. It is safe to assume that not one 
will shape up precisely like the one under discussion. 
While we are on Broadway, we do not carry a solitary 
so-called “Broadway” type of shoe. 

In summing up a fool-proof stock, may we add the 
suggestion that care must be taken not to spread the 
style ranges over too great a territory. And always com- 
plete size range is of more importance than a showing 
of many models with a scattering of fittings on each. 
All buyers must keep within certain budget limitations. 

A merchandise man looks at inventory and sales 
figures. A prospective customer looks at styles and 
demands a certain size. A shoe stock that is fool-proof 
is one which satisfies the “front office” as far as figures 
are concerned and satisfies the trade as to styles and 
fittings. It is just as simple as that. 


Leather Show Plans Complete 


New York—Plans are virtually complete for the 
Official Opening of American Leathers for Fall, to be 
held April 16-17 in conjunction with. the Joint Styles 
Conference at Hotel Astor. The leather show will af- 
ford the shoe industry’s first opportunity to see and 
examine the Fall leathers in the colors that have re- 
cently been adopted in cooperation with the Textile 
Color Card Association. The styles conference will, 
as usual, develop a complete style program covering 
men’s, women’s and children’s shoes, for the Fall and 
Winter season. A large attendance of shoe merchants, 
manufacturers and others is anticipated. The complete 
program and other details will be published in next 
week’s RECORDER. 
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Smart Display Sells 
MORE , 


Sandals. 


Open Toe Sandals are the style sensation 
for the season. But half their attractive- 
ness is lost when they are not properly dis- 
played. It is only when on the human foot, 
or on Fairy Twinkle Toes that their full 
charm and smartness is revealed. 

You’re going to sell a lot of sandals this 
summer. But you'll sell more if you display 
them in your windows on Fairy Twinkle 
Toes. Women will stop to look . . and come 
in to buy. Fairy Twinkle Toes give them a 
perfect idea of how smart the sandals will 
look on their own feet. 

It’s not too soon to order now! Fairy 
Twinkle Toes are ankle height, light weight 
and beautifully finished in a delicate flesh 
color with molded toes and rose tinted toe 
nails. 


SHOE FORM CoO. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Northampton, England Paris, France 
Frankfort, Germany Melbourne, Australia 
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THE LASTS 


must be 


CORRECT 


Shoes that fit well must be made over 


lasts correctly designed and precisely made. 
Lasts, with the wood in the right place, 
form the essential background for every type 


of properly fitted and comfortable shoes. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 


Wholesale Prices Gain 


WASHINGTON, D. C.—The Bureau of | 


Labor Statistics, Dept. of Labor, in a 
report covering the month of February, 
1934, states that wholesale commodity 
prices showed another substantial gain 
during this month and rose by 2 per 
cent. The index number for the month 
advanced to 73.6 per cent of the 1926 
average, as compared with 72.2 per cent 
for January. 

“The continued upward movement in 
prices,” Commissioner Lubin stated, 
“was well scattered throughout the ten 
major groups of commodities covered 
by the Bureau. All groups showed ad- 
vances with the exception of fuel and 
lighting materials, which decreased by 
1 per cent. Of the 784 items in the 
index, 218, or more than 25 per cent of 
the total, showed an increase and 478 
showed no change. Decreases were 
registered in only 88 instances, as com- 
pared with 118 during the month of 
January. 

“The largest increase shown in Feb- 
ruary was in the farm products group, 
which rose by 4% per cent. The index 
for that group is 50 per cent above the 
low point of February, 1933, when the 
index number registered 40.9. The 
present average for the group is 41% 
per cent under the average for the year 
1929, when the farm products index 
was 104.9. Among the important items 
in this group which showed price in- 
creases during the month were rye, 
wheat, livestock, cotton, peanuts, clover 
seed, potatoes and wool. The livestock 
and poultry subgroup rose by 17 per 
cent during the month. Average prices 
for corn, oats, eggs, barley and tobacco, 
on the other hand, registered price de- 
clines, 

“The hides and leather products 
group advanced one-tenth of 1 per cent 
from January to February due to con- 
tinued rising prices of hides and skins 
and leather. In this group the average 
price of boots and shoes and other 
leather products showed minor de- 
creases.” 





SATURDAY MARCH 31, 1934 


| Increased Business For Detroit 


DETROIT, MicH.—Increase in down- 
town shoe stores was generally reported 
this week by Detroit stores visited. 
However, the threatened automobile 
strike was held to be a factor that 
would automatically kill business in all 
departments. 

Actual figures of increase of 75 per 
cent for February and of 85 per cent 
for March over 1933 were reported by 
Hack Shoe Company, and the indica- 
tions are that other stores have similar 
figures. 


Service Dept. Enlarged 


PHILADELPHIA, PA.—The J. Edwards 
Co. advises the trade that their cus- 
tomer service department has again 
been enlarged so that they will be bet- 
ter able than ever to take care of re- 
quirements promptly and completely. 


DATES TO REMEMBER 


Foot Health Week 
Leather Opening, Hotel Astor, New York, 
|) ER Ore eer April 16, 17 
Confederate Memorial Day April 26 
(Ala., Fla., Ga., and Miss.) 
Confederate Memorial Day 
(Ky. and N. C 
Mother’s Day 
Sport Shoe Week 
Memorial Day 
(All states and possessions except Ala., 
Ark., Fla., Ga., La., Miss., N. C., and 
S. C.) 


Semi-Annual Shoe Fair and Style Show 
—Biltmore Hotel, “os Angeles, Calif., 
June 4, 5, 6 
California Shoe Retailers’ Convention—St. 
Francis Hotel, San Francisco, Calif., 
June 11, 12, 13 
Pacific Northwest Shoe Retailers’ Conven- 


tion—Olympic Hotel, Seattle, Wash., 
June 18, 19, 20 








EVERY WEEK 





| 
Shoe Employment Increases 


WASHINGTON, D. C.—According to a 
report just released by the Department 
of Labor, Bureau of Labor Statistics, 
factory employment and payrolls 
showed pronounced gains in February, 
as compared with January. There was 
an increase of 6.1 per cent in employ- 
ment over the month interval. Payrolls 
increased 12.6 per cent. The index of 
factory employment in February was 
73.5, or 4.2 points above the January 
index of 69.3. The payroll index in Feb- 
ruary was 55.6, as compared with 49.4 
in January. 

While increases in both employment 
and payroll are customary in February, 
due to the resumption of more regular 
plant operation after the usual January 
shutdowns for inventory and repairs, 
the gains of last month were more pro- 
nounced than usual. The average in- 
crease in employment in February dur- 
ing the past 10 years has been 1.4 per 
cent and the average increase in pay- 
rolls over the same interval has been 
4.7 per cent. 

Comparing factory employment in 
February, 1934, with February, 1933, 
the employment index for last month 
was 27.8 per cent above the level of a 
year ago, when the index was 57.5. The 
February, 1934, payroll index, compared 
with that of February, 1933 (36.4), 
shows a gain of 52.7 per cent in the 
amount paid out in factory wages over 
the 12-month period. 

In the classification “Boots and 
Shoes” (manufacturing), this report in- 
dicates a gain of 9 per cent in the num- 
ber of persons employed and a gain 
of 11.9 per cent in payroll, in compar- 
ing the figures of February, 1933, with 
those of February, 1934. 

Comparative figures released for the 
leather industry for the same periods 
indicate a gain of 21.1 per cent in em- 
ployment and a payroll gain of 20.7 per 
cent. 

These more than seasonal increases 
are regarded as distinctly encouraging. 





PATENT LEATHER BIG SHOE NEWS 


“Two patent 





reasons for en- 
thusing about J. & 
J. Slater shoes,” 
is the heading 
of a sixth of a 
page advertise- 
ment which ap- 
peared in the first 
news section of 
the New York 
Times on Sunday, 
March 18, for J. 
& J. Slater, re- 
tailers of exclu- 
sive shoes in New 
York. According 
to this adver- 
tising, Patent 
leather is consid- 
ered by Mr. Slater 
to be the biggest 
shoe news of the 
season, This ad- 
vertisement ap- 
peared on a full 
page devoted to 
Fashion Fore- 
casts for the com- 
ing season con- 
sisting of stylish 
accessories such 
as hosiery, bags, 
fabrics, etc. An 
interesting fea- 
ture of this Slater 
advertising was 
the mention of the name of the tanner, 
Seton Leather Company of Newark, 


New Smartness to Heels 


PHILADELPHIA, Pa.—‘“‘Shoes play an 
increasingly important role,” says 
George S. Laird of Laird, Schober & 
Co., Philadelphia, “for they give the 
punctuation of smartness to the well- 
dressed woman’s attire. The shoe must 
be right in time and place and as a 
result the smartly dressed woman needs 
an entire ‘family-of-shoes’ in the course 
of the modern day. Each shoe has its 
place and purpose in her active life. 

“The shoe, in its shoemaking, must 
be right and we have found that scuff- 
less heels are a real contribution to 
women’s smart footwear. Not so long 
ago, a perfectly good pair of shoes 
might reveal torn, ragged and scarred 
heel surfaces. The scratches and scars 
were conspicuous; but that old source 
of annoyance and shoe depreciation is 
gone with the use of the new pyraheel 
covering. 

“The new surface insures a scuffless 
heel. It comes in all shoe colors and 
matches the leather perfectly. This 
new heel covering adds looks and longer 
life to fine shoes.” 





Patent Leather—it's the biggest shoe news of 
the season. Introduce it in a sandal (very 
new!) and you have the perfect shoe for after- 
noon.thu the cocktail hour. “Bindingless”’ is 
patented version of cur famous pump de- 
signed with no binding and specially con 
structed to eliminate ipstep cutting. Both ate 
presented in Seton parent. leather — chosen 
throughout this entire group because of its 
mellow, flexible softness. On display at the 
sores of J. & J. Slater 


SETON PATENT LEATHER, « product of the SETON LEATHER CO. NEWARK, N. J. 


N. J., who are widely known as manu- 
facturers of quality patent leather. 


What Yale Men Will Wear 


New HAVEN, CoNN.—Whites are still 
popular among college men, but a 
trend toward browns and black-white 
and brown-white combinations is ex- 
pected this spring, according to several 
dealers here who cater to students of 
Yale University. 

Douglas MacDaid, Inc., 1048 Chapel 
Street, has been selling a large number 
of dark brown buckskin bluchers with 
crepe rubber soles, according to Frank 
Demme, manager. White bucks with 
wing tip and leather sole are popular, 
as is the tan-and-white buck with wing 
tip and leather sole, he reported. 

Some of the smarter dressers at Yale 
are getting away from the plain white, 
Mr. Demme finds. Cordovans in wing 
tip model have been the biggest seller 
this winter, and are still being bought 
for spring. The MacDaid manager 
expects a good spring sale on plain 
white flexible shoes with rubber sole. 

Sydney Stokes, proprietor of the 
Walk-Over Shoe Shop, 930 Chapel 
Street, predicts “the biggest year on 
men’s sport shoes we’ve ever had,” 
with sport shoes continuing to be worn 
on the street as well as in active sports. 
White will continue the leading seller, 
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with brown and white next, Mr. Stokes 
believes. He expects an upward trend 
in the demand for men’s tans in the 
new mahogany color. Buckskin will 
continue the most popular leather, he 
says. Men’s pumps staged a comeback 
during the past winter in New Haven, 
with indications that this trend will be 
resumed next fall. 

Another down-town shoe man whose 
business is dominated by the college 
trade, sees the spring situation as a 
toss-up between black-and-white and 
brown-and-white. Smoked elk with 
crepe rubber sole will be popular, he 
says, and the new straight oxford with 
skeleton lining and crepe sole will sell 
strongly in the lower-price range. 


Blue Outstanding 


LOUISVILLE, Ky.—Blue, says Byck’s, 
is the one outstanding color for Spring 
footwear. They are featuring all 
styles in Bycksly Blue, I. Miller De 
Luxe Blue, Foot Saver Blue, and 
Sanella Blue. 

A popular number is a sandal pump 
with clever cutouts on vamp and con- 
trasting stripping. For walking com- 
fort as well as the latest style a dressy 
one-eyelet tie of blue kid trimmed with 
silver silk kid, and a boulevard heel 
is meeting with approval. 

A new tieless oxford of blue seal 
with contrasting perforation has the 
convenient and modish talon fastener. 
A smart spectator-pump of blue kid 
with contrasting gimp stitching and 
pin-point perforations is one of the 
most attractive styles in the store. 

The above patterns range from $6.75 
to $14.50 in price. Byck’s are also fea- 
turing many attractive patterns of blue 
shoes in their Red Cross line at $6.50. 


Pasadena Style Note 


PASADENA, CAL.—French and custom 
lasts seem to be equally popular among 
men, young and old, in Pasadena, judg- 
ing from the showings in the various 
smart men’s shops. 

The importance of brown in an in- 
clusive range of shades is noticeable 
with black still shown but of minor im- 
portance. 

Sport shoes now appearing go more 
largely to wing tips than to plain toes, 
the white buck leading. Brown again 
comes into its own in combination with 
white, black running a poor second. 


$10-$12.50 Shoes in Demand 


DENVER, CoLo.— A renewal of de- 
mand for $10 and $12.50 shoes has 
been anticipated by the women’s shoe 
department of the Denver Dry Goods 
Co., in taking on the “Van Moor” line 
exclusively in this city. In its original 
direct-mail announcement to customers, 
the firm stressed the fact that these 
shoes are hand made throughout and 
are made over modern lasts with par- 
ticularly high arches and low heels. 
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The NEW 1934 


Selling Sensation... 


nu HABANA WELT 
by CURTIS 


Already many of the country’s largest 
shoe buyers have said that Curtis Habana 
Welts are “way ahead” of anything they’ve 
seen, and these shoes are making sales his- 
tory in 1934. 

Here is a remarkable crepe sole sports 
shoe. Its features are exceptional. It is a 
genuine welt . . . it has a curried leather 
insole, one-piece seamless leather quarter 
linings . . . a sheet cork filler from toe to 


No. 1716, White Elk Plain Toe Bluch- 
er Oxford, pictured at right, or No. 
1816, same shoe in Brown Elk. Sizes 
B 7 to 11; C6éto 11; D 5% to 11. 
Price $2.65. 


% EE 





No. 1720, White Elk Venti- 
lated Oxford, pictured at left, 

No. 1820, same shoe in 
Brown Elk. Sizes B 7 te 11; 
C 6 to 11; D &% te 11. 
Price $2.65. 


heel. In short, the Curtis Habana Welt is a 
real shoe. 

Produced in volume and priced for vol- 
ume selling—$2.65 F.O.B. Marlboro less 
2%, 30 days; 31 days net. But this price is 
subject to change without notice, so we sug- 
gest that you place your order immediately. 
Write, telephone or telegraph your order to: 


CURTIS SHOE COMPANY, Ine. 


Marlboro, Mass. 





SMART STYLES 
priced right at 


*265 
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DEPARTME NT 


= KANGAROO 
OXFORDS 


Always in meen 


Genuine Kangaroo 
is the strongest of 
all leathers, weight 
for weight. 


The mellowness of 
Kangaroo, its 


shape-holding,com- 
fortable texture — 
yet soft and kind 
to tender feet —is 
always in style. 


Long counter pocket and back stay. 


IN STOCK 


Widths 
B 


C, EE 
D, E, EEE 


NEW “SID” 


NO. 5 LAST 


CATALOG 
SENT ON 
REQUEST 


10¢ per pair extra west of Denver. 
“Trade Builders” are great fitters! 


QUICK SERVICE 


CINCINNATI, OHIO 
Nader's Inc. 

CUEYELAND, O. 

The Whitney-Aoth Shoe Co. 
DENVER, COLO. 

The Jos. P Dunn Shoe & Leather Co. 
DETROIT, MICH. 

American Cash Shoe Co. 
DUBUQUE, [OWA 
Merchants’ Supply Co. 

FORT WORTH, TEX 
Hinckley- Tandy Leather Co. 
GRAND RAPIOS, MICH. 
Hoekstra Shoe Co. 
HUNTINGTON, W. VA. 

The Jeff Newberry Co. 
WNDIANAPOLIS, IND. 

E. P. Bayless Shoe Co. 
LEXINGTON, KY 
Ades-Lexington Dry Goods Co 


MEMPHIS, TENN. 
Wm. R. Moore Dry Goods Co. 
NASHVILLE, TENN. 

Neely, Harwell & Co. 

NEW ORLEANS, LA. 
Duhon, Berry & _ Ine 
NEW YORK, §. 

M..T, Shaw Shoe ve of New York 
OSHKOSH, WIS. 

H. C. Roenitz Co. 

PEORIA, LL. 

John Moser & Sone 
PHILADELPHIA, PA. 

Bell, Wait & Co., inc. 
PITTSBURGH, PA. 

Newell & Schneider Co 
SAGINAW, MICH. 

Michigan Shoe Co. 

ST. PAUL, MINN. 

Scheffer & Rossum Co. 
SEATTLE, WASH. 
Washington Shee Co 

SIOUX CITY, 1A. 

Earl F. Berg 

SPOKANE, WASH. 

The Adams Leather Co. 
SPRINGFIELD, MASS. 
M.T ShawShoeCo of NewE ngland, Inc. 
TOLEDO, OHIO 

Aineworth Shoe Co. 
ZANESVILLE, OHIO 

The Black & Grant Co. 


mT. 5 HR 








INC. 





» TRADE DOINGS 4 


Get Army Shoe Contract 


LITCHFIELD, ILL.—The plant of the 
Brown Shoe Company has received an 
order for 15,000 army shoes from the 
United States government. It will re- 
quire about six weeks’ time to complete 
the work. The shoes are what is known 
as garrison shoes. 


Joins Freedman & Sons 


BrockTon, Mass.—Isaac Watts, well- 
known factory executive and for sev- 
eral years identified with the firm of 
Wall-Streeter & Co., North Adams, 
Mass., has resigned to become super- 
intendent of A. Freedman & Sons Com- 
pany. 


Increases Factory Space 


PoRTSMOUTH, OHIO — The Williams 
Manufacturing Co. has taken a lease 
on the two top floors of an adjacent 
building to be used as a shipping de- 
partment. This will permit the in- 
crease of manufacturing facilities at 
the plant which has been producing in 
excess of 1200 pairs of sandals daily. 


Doctors Stimulate Business 


DENVER, CoLo.—Appointment of be- 
tween 30 and 40 doctors in 22 states 
as small-town representatives has 
greatly stimulated business for the 
Corrective Foot Fitters, located at 44 
South Broadway here. 

The efforts of one Cheyenne, Wyo., 
man have been particularly outstand- 
ing. He is Dr. L. A. Catillier. Mainly 
through lectures given before the mem- 
bers of the local army post, Boy Scout 
groups and other children’s and young 
men’s organizations, he has already 
built up a trade averaging about 50 
pairs of corrective shoes per month. 


Mid-Atlantic Directors to Meet 


YorK, Pa.—Directors of the Middle 
Atlantic Shoe Retailers Association 
will meet here on April 19, it was an- 
nounced on March 19, at a meeting of 
the York Shoe Retailers Association, 
held in the Strand Shoe Store. Ed- 
ward Reineberg, of this city, who is 
president of the Middle Atlantic As- 
sociation, announced the meeting and 
pointed out the fact that it will be the 
directors’ first meeting outside Phila- 
delphia. 

Plans to entertain the visitors on 
their short stay in York were made by 
the local shoe men. They planned a din- 
ner in the evening following the busi- 
ness meeting in the afternoon. A com- 
mittee composed of Charles Martin, 
Michael Britcher, and David Lewis was 
appointed to arrange for entertaining 
the directors. 
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Unusual Store 

CoLuMBUS, OHI0O.—One of the most 
unusual shoe stores in Columbus is lo- 
cated in Suite 2600 A.I.U. Building un- 
der the name of Nielson’s Foot Health 
Headquarters. The store was operated 
by G. J. Neilson at 137 East State St., 
under the name of Corrective Shoe 
Shop. The concern handles Ground 
Gripper, Cantilever and Physical Cul- 
ture lines of shoes. 


“Fontius Flats” 

DENVER, CoLo.—“Fontius Flats.” 
Such is the clever name given by the 
Fontius Shoe Co. here to a line of low 
heeled shoes just introduced in the 
spring opening campaign. Expecting 





Exciting! Thrilling! Daring 


- JUST WAIT TILL YOU SEE THE MEW 


FONTIUS FLATS 


WITH THEIR 


MZES STOQ MARC 











a decided trend toward demand {or 
greater comfort in all types of shoes, 
this store is giving a great deal of ad- 
vertising and display space to low- 
heeled models. A special appeal 1s 
made to the young girl who desires 4 
high-heel appearance with the com- 
fort of heels of sport-oxford heights. 
The featured models have 1% inch 
Spanish heels, and are offered in 
pumps, ties and straps and in patent 
leathers, fabrics, smooth and rough 
leathers. 
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>» ABOUT PEOPLE 4q 


Scanlon Assistant Manager 


DUBUQUE, IowA—Maurice Scanlon is 
the new assistant manager of Bott 
Brothers Shoe Store. 


Harper Appointed 


MIAMI, FLa.—Robt. Harper has been 
appointed manager of Baker’s, Flagler 
Street bootery. Mr. Harper was trans- 
ferred to Miami from Milwaukee, Wis. 


Ricards, Burch—Partners 


BAKERSFIELD, CALIF.—K. E. Ricards 
and F. H. Burch now operate the 
Louvre Boot Shop, Bakersfield, as co- 
partners. 


To Manage Leeds Store 


PORTLAND, ORE.—Morris Vogel, well- 
known executive of the Leeds Shoe 
Company, has assumed the manage- 
ment of the Portland store. 


H. A. Anderson Improving 

Harry A. Anderson, well known in 
the Iowa National Shoe Travelers As- 
sociation, who was run over by an au- 
tomobile in Sioux City several months 
ago, anticipates leaving the hospital in 
Chicago. 


Selected as Buyer 


NEW ORLEANS, La.—N. Lipstet has 
been selected by Walter Davis, operator 
of the Emporium, a Canal Street ready- 
to-wear establishment, as buyer and 
manager of the shoe department re- 
cently installed in that store. 


Anderson Store Changes Buyers 


Boise, IpAHO—Henry Konrad, form- 
erly of the C. C. Anderson store has 
been critically ill for some months past. 
His position in charge of the shoe de- 
partment was recently filled by W. A. 


Thompson, a shoe veteran of some 
| materials bought here. 


twenty years experience. 


Made Manager 


WOONSOCKET, RK. I, — Benjamin 
Michel, formerly with Stone’s Booterie, 
Inc., and more recently with the Stone 
Shoe Co., has been made manager of 
the Roy Shoe Store. Arthur J. McLure, 
former manager of the store, has gone 
into the insurance business. 


Discontinues Business 


BouLperR, CoLo.—This city’s oldest 
merchant, Frank Hiskey, owner of the 
Hiskey shoe store, at 1240 Pearl Street, 
is discontinuing business. Mr. Hiskey, 
who is in his eightieth year, has been 
in the shoe business for fifty-seven 
years, forty-three of them in Boulder. 
His first store was in Monroe, Iowa. 














W. B. Taylor Changes 


Fort WortH, Trex.— Walter B. 
Taylor, who was manager of Cox’s 
Shoe Department since the store opened 
last September, is now connected with 
the Walk-Over Shoe Store, 705 Hous- 
ton Street. Mr. Taylor is also secre- 
tary of the Texas Shoe Retailers Assn. 


Kent Moves to Canton 


CANTON, OH10—Dr. William F. Kent, 
chiropodist and foot specialist, form- 
erly of Youngstown, has moved to 
Canton and joined the staff of the 
Colmery Foot Comfort Shop, 533 Mar- 
ket Avenue N. The store merchandises 
women’s corrective footwear exclusively 
and has been in existence here several 
years. 


Celebrates Fiftieth Year 


WILMINGTON, N. C.—Aaron Abrams, 
who started out in a small way in mer- 
chandising footwear long years ago 


| and now has one of the most up to date 


and progressive shoe stores in the city, 
celebrated his 50th birthday recently. 
Mr. Abrams says he owes his success to 
his unlimited nerve and ability to fore- 
see public desires. 


Swiss Leather Buyer 


PHILADELPHIA, Pa.—A. Eng, head 
buyer for the various factories of C. 
F. Bally, Limited, of Schoenenwerd, 
Switzerland, has again arrived in the 
United States on his semi-annual visit. 

The Bally factories in Switzerland, 
Austria, France, England and South 
Africa are heavy users of American 
leathers, and Mr. Eng’s purchases run 
from a half-million dollars upward an- 
nually. He has been visiting the mar- 
ket here for the past quarter of a 
century and is well known among the 
leather men. 

Mr. Eng will make his headquarters 
at the office of Bally, Inc., New York, 
which is the subsidiary and _ sales 
agency for the Swiss-made shoes, as 
well as the export headquarters for 


An Old-Time Shoe Store 


Yonxers, N. Y.—J. W. Hannigan, | 


Inc., retail shoe store at 12 Warburton 
Avenue, observed its 50th anniversary 
March 17. The firm was established 
by the late James W. Hannigan on 
North Broadway, March 17, 1884, and 
was moved to its present address after 
the great Yonkers fire of 1896. Mr. 
Hannigan retired in 1923 and the busi- 
ness was taken over by his two sons, 
J. Emmet Hannigan and James W. 
Hannigan, 2nd, who now conduct it. 
The founder died about seven years 
ago. The business, which was incor- 
ported last fall, has been entirely in 
the hands of the Hannigan family since 
its inception. 


IN STOCK 


Men’s Popular Priced 
RETAILERS 


SPORT AND DRESS 


Write for illustrated folder of complete line 











No. 8210— White 

Buck bal oxford, leather 

sole and heel. Piccadilly 
last. In stock A, 
B,C and Dwidths, 
price $3.15. 


Excelsior’s line of Men's and Boys’ 
shoes have long been known for style, 
quality materials, excellent workman- 
ship, and accurate fitting lasts. An ef- 
ficient in-stock department aids the 
merchant who features Excelsior foot- 
wear in attaining a faster ratio of turn- 
over, and a more profitable business. 


BOYS’ SMART STYLES 
in the popular priced 
range. Complete illus- 
trative folder on re- 


quest 


No. 438 —White : 
Nubuck bal ox- : 
ford, leather sole : 
and rubber heel. 

Times Square last. In stock B, 
C and D widths, price $2.55. 
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WHERE TO BUY 
Men’s Shoes 


“HIGHEST WEYMOUTH.MASS. ONLY" 


The 


Old ‘SHOE 


MEN’S FINE SHOES 
@LD COLONY SHOE CO. oneest KTON 


_metrtege Bids _ ats 
Hott 


Shoes Now Retail $9 to $20 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 























On 6 ee 8 er 


WHERE TO BUY 


Riding Boots 


li ll thea 


\ RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 

Boots. / 


Write for catalog. 


Tons of Tips 


LYNN, Mass.—A ton of metal tips 
for shoelaces, comprises 6,000,000 of 
them, and Lynn used to make from 20 
to 40 tons annually. That was back in 
lace boot days. Tip tonnage declined 
when pump styles came in. Now ox- 
ford types are gaining, and tip tonnage 
is increasing again. 

Who ever thought that tons of metal 
were lugged around by pavement poun- 
ders on the tips of their shoe laces. 
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» STORE CHANGES 4 


Moves and Enlarges 


LONG BEACH, CAL.—Ruben Baine, 
proprietor of Baine’s Shoe Store here, 
featuring women’s shoes only, has 
moved his store from its former loca- 
tion at 114 E. Broadway to 340 Pine 
Street and in remodeling has practical- 
ly doubled the size of his store. 

The remodeled store has thirty chairs 
and a new modernistic front. All fur- 
niture and fixtures used are likewise 
new. Mr. Baine features shoes rang- 
ing in price from $3 to $10. 


Changes Hands 


PROVIDENCE, R. I.—John the Shoe- 
man, Inc., one of the State’s oldest and 
best known shoe retailing establish- 
ments, has changed hands. Operated 
under the same corporation, the new 
officers are: Leon Flanzbaum, presi- 
dent; Samuel Flanzbaum, treasurer, 
and Theodore Galkin, secretary. The 
treasurer was formerly manager of 
Bailey’s Bargain Basement of this city. 
The new management is enlarging the 
shoe store, adding a new bargain base- 
ment. They plan to continue the busi- 
ness on the same principles. 

According to records at the Secre- 
tary of State’s office, the corporation 
of John the Shoeman, Inc., has been 
amended to become the Premier Shoe 
Co. At the same time a new corpora- 
tion, Shoeman, Inc., was formed, the 
corporation name being immediately 
changed to John the Shoeman, Inc. In- 
corporators of Shoeman, Inc., are 
Judah C. Semenoff, Frank W. Slepkow 
and M. L. Morrissette. 


Takes Over Store 


MOUNDSVILLE, WEST VA.—Richard L. 
Hinerman, who was formerly associated 
with his father, S. B. Hinerman, at 
Cameron, W. Va., has recently taken 
over the management of the Mounds- 
ville Shoe Store and is handling a com- 
plete line of shoes for the family. Mojud 
hosiery in a complete stock of colors, is 
also carried. Mr. Hinerman, though 
nineteen years of age, has been selling 
shoes for a number of years. 


Reorganizes Department Store 


AMARILLO, TEXAS.—J. W. Stamford 
is at the head of the shoe department 
of the Moore Postum Department Store 
in Amarillo since its reorganization on 
March 1. The shoe department was 
moved from the side front of the 
ground floor to the rear of the same 
floor. It now extends across the en- 
tire building. A side door, opening on 
a street with parking privileges, leads 
directly to the shoe section of the store. 
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Selby Style Revue 


MrAMI, Fxia.—A most unique shoe 
promotion was staged by the Selby Shoe 
Company of Portsmouth, Ohio, when 
it offered a miniature style revue in 
connection with a large benefit bridge 


held in Miami. The party was spon- 
sored by the Woman’s City Club and 
held in the spacious ballroom of the 
Halcyon Hotel. Approximately 350 
guests were in attendance and all pro- 
ceeds went to the welfare work fund 
of the club. Refreshments were served 
by the Selby Shoe Company. 

Roger A. Selby, president of the com- 
pany, who is visiting at Miami Beach, 
was present and gave a short talk 
stressing the thought that beauty can- 
not be over emphasized when a wom- 
an’s wardrobe is in question, and that 
no woman can be truly happy or at her 
best unless her feet are really com- 
fortable. 

In the revue which followed com- 
fortable feet were emphasized. Al- 
most all those modeling were members 
of the club, an exception being Helene 
Madison, double Olympic champion and 
holder of nearly all world records for 
speed swimming. Miss Madison mod- 
eled sports shoes. A happy note in the 
revue was the charming old lady who 
modeled as smart an evening or semi- 
dress slipper as did the flapper type. 
Shoes scientifically constructed yet 
smart as tomorrow’s fashion trend 
were worn by women of many types 
and because the models were among 
their own friends and club members, 
more interest was taken in what they 
wore. 


Bott. Bros. New Store 


DusuquE, IA.—Under title of Styl- 
Eez Shop, Bott Brothers Co. have open- 
ed a new shoe store at 737 Main street 
featuring ladies shoes at $2.45, $3.65, 
$5, $6 and up. Men’s shoes will be fea- 
tured at $4, $5, $6 and in several higher 
priced lines. 
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New Pied Piper Catalog Out 


The Marathon Shoe Company, Wau- 
sau, Wis., has just issued a catalog 
of the “20th Anniversary Pied Piper 
Line” for Spring 1934. One of the 
apparent features of this line is its 
completeness, inasmuch as it covers 
three distinct price ranges. The cata- 
log is a 48-page book with all of the 
shoes illustrated in full color. Several 
pages are devoted to a description of 
the Pied Piper Demonstration Plan— 
a new promotion method which has 
been used successfully by a number of 
dealers throughout the country. This 
catalog also contains a description of 
the exclusive features and patented con- 
struction advantages of Pied Piper 
Shoes and of the advertising coopera- 
tion which this company offers its deal- 
ers. 


Kirkendall’s Latest 


OMAHA, NEB.—The Kirkendall Boot 
Co. have issued a new catalog in which 
they announce a new, high heel rid- 
ing boot for women. This boot is espe- 
cially adapted to those women who are 
accustomed to wearing high heel shoes 
and gives the foot that neat, smallish 
appearance heretofore only obtained in 
the most expensive makes of dress 
shoes. Another boot that is featured 
is the “New Deal” service boot—“the 
boot in which America is going back to 
work.” This shoe is so constructed that 
it is very easy to get on and off, thus 
being a time saver. It is obtainable 
in black waterproof chrome and brown 
retan. A complete line of riding boots 
at moderate prices for both men and 
women is carried. 


Billiken Catalog 


LYNCHBURG, VA.—Craddock Terry’s 
in-stock catalog of their Billiken (Tru- 
Posture) line for children has recently 
been issued for the Spring and Sum- 
mer seasons. Some 80 different styles 
of shoes for boys and girls from cradle- 
day age to maturity are nicely illus- 
trated. These shoes retail from about 
a dollar and a half to around five dol- 
lars. 


New Corporation 


PROVIDENCE, R. I.—Cohen’s Shoe 
Stores, Inc., is a new corporation char- 
tered at the Secretary of State’s office 
in this city to locate in Pawtucket. In- 
corporators are: F. H. Flint, Walter 
Wadler and M. H. Zucker, all of Provi- 
dence. 


Popular Priced Shoe Store 


NEw ORLEANS, La.—Newstadt’s 
Rapides Shoe Store, Inc., has leased 
space at 925 Gravier Street, and will 
handle popular priced shoes. 
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Will you take 68 seconds 


to find out why SKOKIES are different? 


SKOKIES 


paciary 








(1) A special last, permitting the foot to lie in the 
sole—not above it . .. gives a racy, streamline effect. 


(2) Raw rubber filler increases flexibility and provides 
a cushion rest for the foot. 


(3) Special steel shank properly supports the arch and 
eliminates danger of breaking down. 


(4) Sumatra crepe sole and buffer strip attached by 
our patented method, protects the foot and prevents 
running over. 


(5) Calf piping, adjacent to buffer strip, adds to beauty 
and strength. 


(6) Flexible cork counters. 


(7) Strong 10 ounce fine twill lining . . . durable, light 
and cool. 


(8) Upper and lining lasted securely by hand to solid 
leather flexible insole . . . a perfect foundation. 


A distinct departure from ordinary footwear. 
Provides ideal foot comfort and protection in 
rough usage in hiking, outing and sports. The 
leisure shoe par excellence. 


760 as illustrated, all 
white elk 


761... the same 
with black calf 
saddle 


762 in coffee elk 


IN 
All styles carried 


B, C, D widths STOCK 


Sizes 4 to 11 Bers i” write for 
; catalog "L" 


M.A.PACKARD COMPAN 


FRE CKTON, MASSACHUSETTS 











WHERE TO BUY 


Women’s Shoes 





GENUINE HAND TURNS 


$460 IN 
3= STOCK 


ONE 
GOOD TURN 
SELLS 
ANOTHER 
“IDEAL” 
No. 6144—Brown Kid. 
tinental Heel 
Ne. 8144—Blue Kid. 
No. 7144 — Black Kid. 
Pointed Toe Last. 


DODGE, BLISS & PERRY ini. 


NEWBURYPORT, MASS. 
“THE CORRECT DODGE FOR ALL OCCASIONS” 


18/8 Con- 


Medium 





8 8 8 Pe 


WHERE TO BUY 


Men’s and Women’s 
Slippers 


8 8 ee ee 


| 


w. CHASE & SONS, INC.. 
ASS. 


SHAVERCUILL, M 
in Stock—Meon’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 


Kid Pullman Slippers 
colors and black with 


Snap Pocket 1.35 
‘Zipper Pocket $1.50 


KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 


Ne. 156 Black 
Kid $2.35 


Aan 


No. 202 Black 
Kid $2.10 


SEND FOR CATALOG 


VAUGHAN-TOWLE Co. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


vi 








» STORE CHANGES 4 


Opens New Department 


New LONDON, ConN.—The Bee Hive 
Department Store, operated by the S. 
A. Goldsmith Co., has opened a new 
women’s shoe department. Burt Weiss, 
formerly of William Filene’s, Boston, 
and for 15 years connected with the 
shoe trade in Eastern cities, has been 
named manager. 
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EDUCATES PUBLIC IN FOOT HEALTH 


HARTFORD, CONN.— Woods’ Foot 
Health Headquarters, Inc., has been 
formed here by Edward P. Woods to 
carry on the business formerly con- 
ducted under the name of Orthopedic 
Shoe Stores, Inc. Mr. Woods was 
manager of the Orthopedic store for 
several years and prior to that had 
been connected with the shoe depart- 
ment of Albert Steiger, Inc., this city, 
for 14 years. 





The new corporation will continue to 
carry the same lines, Ground Gripper 
and Physical Culture, and will devote 
itself to year-round promotion of the 
foot health theme. Mr. Woods has 
long been an active participant in Na- 
tional Foot Health Week and is a firm 
believer in the principle of educating 
the public to take better care of their 
feet. 








Kimber To Open Store 


INDIANAPOLIS, IND.—H. Clair Kim- 
ber plans to open a modern women’s 
shoe shop about April 1, at 48 North 
Pennsylvania Street. Extensive alter- 
ations and improvements will be made 
to the new quarters. This will include 
an entirely new store front of black 
structural glass trimmed with chro- 
mium. The large glass display windows 
will reveal an entirely white back- 
ground for the display of merchandise. 
The interior of the establishment will 
be equipped with the most modern 
equipment and furnishings and embody 
many innovations for the retail shoe 
trade. 

Mr. Kimber has.long been identified 
with the retail shoe business in In- 
dianapolis. The corporation operating 
this enterprise will be under his name. 
The shop will specialize in women’s 
shoes for the “hard-to-fit”’ foot. An ex- 
perienced pediatrist will be on duty. 


Moves to Newburyport 


Lynn, Mass.—The Danvers Shoe Co., 
slipper makers, have moved from Lynn 
to Newburyport. 





Opening Additional Branches 


SAGINAW, MicH.—According to E. M. 
Taylor, district manager of the Father 
& Son shoe stores, additional branches 
are being rapidly opened in this state. 
They have 16 stores now, with loca- 
tions picked in Flint, Jackson, Pontiac, 
Lansing and several more of the larger 
cities in the state. 


Children’s Dept. Proves 
Attraction 


New Brunswick, N. J.—A children’s 
department, designed to amuse young- 
sters who visit the new and improved 
headquarters of Georges’ Shoe Store, 
337 George Street, is attracting a good 
deal of attention. The department is 
but one of the many features of the 
store, owned and managed by Mannie 
Lubin. 

For two years, Mr. Lubin conducted 
his shoe store at 69 Church Street, 
where he won the friendship and 
patronage of hundreds of local and out- 
of-town residents. The store became 
inadequate for the demands of trade 
and was moved to its present location 
in George Street on March 1. 
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fe COMFORT. 


avoid wrinkled toe - lin Ings 


The toe of a well made shoe 
should be smooth inside as well 


as outside. 


Manufacturers use Celastic Box 
Toes because they are flexible 
at the tip line . . . and shoes so 
made are free from wrinkled or 


drooping toe linings. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 





WHERE TO BUY. 


Children’s Footwear 





MRS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Seles...0-3 
Intermediates ....... 1-5 
Flexible Herd Seles. .2-8 
Bend for In-Stock 
Ostelog 


MRS. DAY’S IDEAL BABY 
SHOE * 
Leeust St. Danvers, Mass. 























THE tin line no 


ere. 
All quali uality—with exelu- 
sive features. in Stock Catalog shows 
150 numbers. 
HERBST SHOE MFG. CO. 
a. Mass. 
ow England States nbn 
W. H. MILES SHOE CO., Richmond, Va. 
Southern Distributors 





A FIRST WALKING SHOE 
worthy of 
AMERICA’S TODDLERS 
SWAN shoes of et 
leathers and dings. 
particular workmane nlp 
tnd fine fitting 
are a profitable tee’ 
the retailer. shoes, 
oxfords, one straps and 
sandals Y 


ONE 
livery. Write STRAP 
for prices. 

SWAN SHOE CO., INC. 
Baltimore, Ma. 
New York Offieo—705 Marbridge Bidg. 














New Air-Conditioner 


New York, N. Y.—A new and im- 
proved type of air-conditioner particu- 
larly adaptable to use in retail stores 
of all kinds is a suspended unit recently 
introduced by Servel, Inc., manufac- 
turers of commercial refrigerating ma- 
chine units and Electrolux, the gas 
refrigerator. 

The new model is an all-purpose air- 
conditioner, serving year around use 
for cooling, dehumidifying, heating, 
humidifying, filtering, circulating and 
ventilating, but may be had for sum- 
mer use alone. Being both neat and 
inconspicuous, the unit may be sus- 
pended in any part of the room. Its 
3%-ton refrigerating capacity is ade- 
quate for the average small store or 
shop. If greater capacities are re- 
quired several units may be connected 
in multiple to one refrigerating ma- 
chine unit. 
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WHAT’S NEW 


New Flexible Pump Throat 


St. Louis, Mo.—A new idea in pump 
construction has been patented by 
Brauer Bros. This was invented by 
A. J. Brauer and F. P. Wagner, plant 
superintendent. 


New pump construction feature designed to 
avoid cutting instep of wearer. 


In an interview with Mr. Brauer he 
said: “For some time we have felt the 
need for a practical pump which would 
not cut the instep of the wearer. 

“Knowing that a lot of this trouble 
was due to the fact that shoes were not 
consistently lasted, was instrumental 
in our arriving at a method of lasting 
that would make every pair of pumps 
accurate in size. I am referring to 
the ‘Last-O-Meter’ method which es- 
tablishes the exact spot for the length 
of vamp and the height at the back. 
This, most naturally, would control the 
opening which is one of the most es- 
sential things in the building of pumps. 
As soon as we perfected the ‘Last-O- 
Meter’ method, most naturally, we 
‘Last-O-Metered’ all of our lasts. This 
produced perfect gradations in sizes 
of our pumps, but still they cut at 
the instep. 

“We were then prompted to go fur- 
ther into the matter, and after con- 
sistent study and experimental work 
we found how to produce a flexible 
throat for an ‘Opera’ pump, which is 
our ‘TANGO.’ You understand our 
‘TANGO’ pump is a one-piece pump, 
including the feature at the throat. It 
is so constructed that it flexes at this 
particular point, which so greatly an- 
noys women. This flexible feature, plus 
the accuracy of the sizes and grada- 
tions of openings, makes our pump per- 
fect. Every pump that we ship out 
is exactly the size it is marked. One 
could pick out a hundred pair of one 
size and measure their rights and lefts 
and every shoe would have the exact 
same opening. The ‘Last-O-Meter’ 
method is just as instrumental in mak- 
ing perfect pumps as the flexible throat 
is to provide comfort.” 


FALL LEATHER OPENING 
HOTEL ASTOR, N. Y., APRIL 16-17 
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“Hooks” Promoted 


Cuicaco, ILt.—This advertisement of 
a Chicago store stressed the “man-in. 
spired” hooks, which follow the popu- 


that caught 
PARIS! 


WALK-OVER 


125 SOUTH STATE ST. (Palmer House) 


052 West Madison St. 4700 Sheridan Rd. 
6440 South Halsted St. 1313 East 63d St. 
2342 East 7lst Street 


EVANSTON @ OAK PARK e ELGIN 








lar vogue for clips and novelty gadgets 
on bags, hats, etc. The use of metal 
for jewelry accessories is an important 
style note. The Schiaparelli costume 
with which this shoe was worn at the 
Paris opening showed novelty metal 
buttons that were used to fasten the 
jacket. 


Buffalo Assn. to Continue 


At the last regular meeting it was 
unanimously decided to continue the 
Buffalo Association of Traveling Shoe 
Salesmen. It was agreed that the dues 
be reduced to $3.50 per year. 

The following members were elected 
officers: Fred Zorn, president, 146 
Winston Road; Robert Leighton, first 
vice-president, 162 Blaine Avenue; M. 
C. Hufford, second vice-president, 
Snyder, N. Y.; Carl Lindstrom, third 
vice-president, 202 Minnesota Avenue, 
and Louis Rubin, secretary-treasurer, 
18 Crestwood Avenue. 


Knipfer With Belle Meade 


NASHVILLE, TENN.—Paul Knipfer, 
for 16 years associated with H. C. God- 
man Co. and recently holding the posi- 
tion of assistant sales manager of this 
company, has accepted the position of 
sales manager of the Belle Meade Shoe 
Co., of Nashville, which is the Boys 
Division of the General Shoe Corpora- 
tion. 
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WHO MAKES? 


Inquiry Department, Boot & Shoe Recorder, 


239 West 39th St., New York, N. Y. 


Please send us information where we can buy 


SiriAt GUENGESS . 55. ooo d.c tied cddcaccecees 


City and state ............ ccc ceeeee Poe 


Let the RECORDER help you 


locate wanted merchandise. 
Mention grades. Attach to 
your letterhead and mail to 


Inquiry Department 


Boot & Shoe Recorder 
239 West 39th St., New York, N. Y. 


Shop the Mar- 
bridge Building— 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers .. . easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
trade... the Marbridge Building. 
Come and see them before you buy! 


“1328 BROADWAY s¥as. NEL YORK 





Stresses Correct Ensemble 


Satt LAKE City, UTAH—Shoes, scarf 
and bag make today’s correct ensemble. 
At the Auerbach shoe department, L. 
B. Solomon, buyer, has made the cus- 
tomer shoe conscious by the use of 
built-in displays featuring a pair of 
shoes, a scarf and a bag, all harmoniz- 
ing. By means of a bright green cor- 
rugated background and artificial light- 
ing, gray, beige and brown ensembles 
are showed off to wonderful advantage. 

In the hosiery department, blue cor- 
rugated paper lined the cases and gave 
a pleasing background for the new 
colors of spring. On one side of this 
department ensembles for children were 
displayed, on the other, ensembles for 
adults. Clerks in this department are 
trained to call attention to the shoe 
ensembles, and thus a great deal of 
traffic is turned to the shoe depart- 
ment. 


First In Contest 


NorwicH, CoNN.— Diamond’s Shoe 
Stores, Inc., 18 Franklin Street, was 
awarded first place in the shoe store 
division of the annual Spring opening 
window display contest, recently con- 
ducted by the Norwich Chamber of 
Commerce. Smith’s Shoe & Finery 
Shop, 8 Shetucket Street, conducted by 
N. Eugene Smith, was given honorable 
mention for its trim. 





Opens New York Office 


NEw York, N. Y.—Converse Rub- 
ber Co. of Malden, Mass., have recently 
opened a sales office and sample room 
at 200 Church Street. They announce 
also that Chris Koch is once again 
traveling for Converse Rubber Co. in 
New Jersey and New York City. Mr. 


Koch had been with Converse for 18 


years and following a short period, 
when he did not travel for the company, 
he has returned to his old territory and 
is finding a warmth of reception which 
is exceedingly gratifying to him and 
his company. 


Adding Children’s Shoes 


SAGINAW, Micr.—R. Granville & Son, 
Inc., are adding a modern children’s 
shoe department and will feature 
Robin Hood shoes. They have been in 
business in Saginaw for 53 years. 
Robert Granville started the shoe busi- 
ness in 1881 and it is now being run 
by the grandsons—Harry D., Earl D. 
and William H. Granville, Jr.—the 
third generation to handle the store. 


Saunders Buys Peacock Shop 


Stockton, CaLir.—E. H. Saunders 
has purchased the Peacock Shoe Shop 
from The Slipper Shoppe, Inc. This 
change of ownership affects this one 
location only. 





Schiff Co. Elects 


CoLuMBUS, OHIO—A new director and 
two new officers were named at the an- 
nual stockholders meeting of the 
Schiff Co., which has offices in Colum- 
bus. The new director is Harry O. 
Latham of New York. Other directors 
are Robert W. Schiff, president and 
treasurer; Leo G. Federman, New 
York, first vice-president; Al Schiff, 
second vice-president; Morris Schiff, 
third vice-president; William Schiff, 
fourth vice-president, and Edward E. 
Schiff, secretary and assistant treas- 
urer. Other directors are Saul Schiff 
and L. A. Lurie. 

The positions of third and fourth 
vice-presidents were created with 
Morris Schiff and William Schiff named 
to these offices. 


Godman Reorganization 


CoLuMBuUS, OHI0—The certificate of 
reorganization of the capital structure 
of the H. C. Godman Co. was filed with 
the secretary of state by Fred A. Mil- 
ler, president, and M. L. Wallace, sec- 
retary. The new set-up provides for 
343,000 shares consisting of 300,000 
shares of no par common stock; 3000 
shares of first preferred stock with par 
value of $100 each and 40,000 shares 
of second preferred stock with par 
value of $100 each. r 
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WHERE TO BUY 


Dancing Shoes and Taps 
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TAP 
DANCE 
SHOES 
a 
In 
BLACK CALF 
PAT. LEATHER Stock 
Women’s 
A-B-C 2% -8 aisses’ e 
$1.55 -B- . 
——"* 


Owens SHOE Co. 


eed 
28 Goodhue St., Salem, Mass. ——— 
eg 








WHERE TO BUY 
Ballet Slippers 
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SPECIAL 
SOMETHING DIFFERENT 
For SPRING and SUMMER 

Children’s Wear 


White Canvas in either T-Strap or 
one strap 


Rubber Sole— 


Made same process 
as best leather sole 
shoes—with shank. 









Not a Tennis Shoe 


a $3%- 3 
straight 
brest heel 
774e 
Sizes: 
7-12 
spring heel 
mi. 7e 


BROOKS SHOE MFG. CO. 


Swanson & Ritner Sts. 
Philadelphia, Pa. 
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WHERE TO BUY 
Shoe Trees 


ei eid 


QUICK PROFIT ITEM - 502 


SIMPLEX SHOE TREES 





SELF ADJUSTING 


A Gentle Squeeze 
WRITE FOR 
UNIQUE 
SALES PLAN 
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Election of U. S. M. C. Officers 


Boston, Mass.—The board of direc- 
tors of the United Shoe Machinery Cor- 
poration, at its meeting March 14, 
elected Albert W. Todd as vice-presi- 
dent, Edward N. Chase as secretary, 
Harold A. Osborne as assistant vice- 
president. No action was taken on the 
office of chairman of the board. 

The executive committee, meeting the 
same day, appointed Harold A. Osborne 
as general manager and George R. 
Brown as an assistant manager. 

The list of officials is as follows: 
President, Sidney W. Winslow, Jr. 
Vice-presidents: John H. Connor, 
Moses B. Kaven, Harold G. Donham, 
Charles G. Bancroft, William R. Samp- 
son, Nelson W. Howard and Albert 
W. Todd. Assistant vice-presidents: 
George C. Thomas, Henry S. Hubbell 
and Harold A. Osborne. Treasurer, 
Charles G. Bancroft. Secretary, Ed- 
ward N. Chase. General manager, 
Harold A. Osborne. Assistant general 
managers: Philip H. Fraher, Joseph 
F. Wogan, George R. Brown. Auditor, 
Wallace M. Kemp. 





H. C. Godman Co. Busy 


CoLuMBus, OHI0O—The H. C. God- 
man Co. is experiencing one of the 
busiest shipping seasons in several 
years. The facilities of the shipping 
department is taxed to get the large 
number of shoes out to merchants for 
the Easter trade. The 16 factory units 
in Columbus and Lancaster are work- 
ing at full capacity with an output of 
about 27,000 pairs daily, it is an- 
nounced. 


Lloyd Factory Renovating 


RipLey, OH1I0O—J. Morgan Dirr, form- 
erly superintendent of the Irving Drew 
Co., is supervising the replacement of 
equipment in the factory of the Lloyd 
Shoe Co. 

The plant will have a capacity of 
1500 pairs per day when completed. It 
has been completely renovated. 





Arment With Meis 

LEBANON, OH1I0O—Bert Arment, 
formerly with the Krippendorf-Ditt- 
man Company at Xenia is now associ- 
ated with the Charles Meis Shoe Com- 
pany. 





OBITUARY 





James F. Condon 


CHARLESTON, S. C.—James F. Con- 
don, “Dean of Charleston Retailers,” 
died at his home here on Sunday, March 
18, at the age of 76. 

Mr. Condon was president of James 
F. Condon & Sons, one of Charles- 
ton’s leading department stores. The 








business was founded in 1897 as a dry- 
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goods store, and in 1910 was incor- 
ported when two sons, Joseph and 
Matthew, were taken into partnership. 
Subsequently the third son, William, 
was admitted to the firm, and in 1932 
a grandson, Francis E. Condon, became 
the fifth partner. 

Mr. Condon was a member of the 
Hibernian society for many years and 
was a charter member of the Catholic 
Laymen’s retreat. When the Irish 
Volunteers was an active organization, 
Mr. Condon served as a lieutenant, and 
since it has ceased to be active he has 
been the custodian of its records and 
property. He was vice-president of the 
Hibernian Mutual Insurance company 
and of the Merchants Mutual Fire In- 
surance Company. 





James T. Corcoran 


BROCKTON, Mass.—Following a short 
illness with pneumonia, death came 
Sunday morning, March 18, to James 
T. Corcoran in his 66th year. 

Mr. Corcoran was the founder of 
the Corcoran-Gleason Shoe Co. and 
had other interests in the shoe industry, 
also. 

He was vice-president of the Security 
Co-Operative bank and was a member 
of the investment committee, and form- 
erly was connected with the Brockton 
Trust Company. 

The funeral will take place Wednes- 
day morning from the home, 25 Har- 
vard Street, followed by solemn high 
mass of requiem at St. Patrick’s church 
with interment in St. Patrick’s cem- 
etery. 





Ed Hassenfratz 


NASHVILLE, TENN.—Ed Hassenfratz, 
salesman for Sam Levy Shoe Company 
for 25 years, died March 11 at a local 
infirmary after an extended illness. Mr. 
Hassenfratz was born in Meadville, Pa., 
but came to Nashville as a child. He 
retired from business three years ago. 





Carl Dektor 


Dersy, CoNN.—Carl Dektor, shoe re- 
tailer here for nearly 40 years, died 
March 20 after a long illness. He was 
head of Carl Dektor, Inc. Besides his 
wife and three daughters, he is sur- 
vived by a son, Norman Dektor, who 
was associated with him in the shoe 
business. 





Fred S. Armstrong 


CeparR Rapips, lowa.—Fred S. Arm- 
strong, 56, salesman for the Brown 
Shoe Co. of St. Louis for 26 years, died 
at his home, March 17, following a 
heart attack. He was born in 1877 at 
Farmington, Iowa, and joined the shoe 
company’s sales force in 1907, His 
headquarters were here until 1909, 
when he was transferred to Milwaukee. 
He was located there until] 1917 and 
was then returned to this city. Sur- 
viving are his widow and a daughter. 
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by specifying 


FITZ-ON 


removable 


TOP-LIFTS 


Fitz-ONn tops are wanted by every woman 
who sees them. 


They are entirely practical, and longer wearing 
than most other tops. 


They are available on shoes carrying any style 
of Cuban or Louis wood heels. 


Fitz-On top refills are not sold by cobblers — 
women can get them only from stores selling 
Fitz-On equipped shoes. 


The first retailers to sell shoes with Fitz-On tops 
in each city are reaping a tremendous sales 
advantage. 


Your shoe manufacturer can supply them upon 
demand at less extra cost than the profit on one 
sale of refills—the average is nearly three such 
sales for each pair of shoes. 


\ 
FITZ-ON SALES CORPORATION FRED W. MEARS HEEL CO. Ine. 


356 Franklin Street 140 Federal Street 
WORCESTER MASSACHUSETTS BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 














ONE WAY TO INCREASE 
YOUR VOLUME OF BUSINESS... USE 
RECORDER WINDOW DISPLAY CARDS 


IF 


Your window shoppers were as enthusiastic about 
your shoes as YOU are... 








Man-o-man, what a business you’d have! ! 


Attractive, well-worded display cards convey YOUR 





enthusiasm, your confidence, your desire to render 
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Pale 


flowers, with dark green trim. 


COMPLETE TEXTS 








APRIL 


green board; lavender 






Size: 8x14” 





sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery | 

6 cards—On Store Service, | 
Fitting, Quality, Ete. 

Single Cards: 60¢ each 


Without Text: 35¢ each 





real service. 








RECORDER DISPLAY CARDS DO THAT FOR YOU! 


Samples sent on request 





April price ticket — | 
same coloring as 
above show card. 


To non-show card sub- 


wen scribers at prices 








listed below. 



















1795 





x 4 45 





























“F”’: Three shades “I”: Pale green “G”: Lavender and “B”: Blue bar with “Z": Orange and “OQ”: Rose design 
of lavender. design on buff. green design on orange sunburst on green design on on light tan. 
peach background. silver board. corn-color board. 


il 
wl 











Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 

WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 

“J”—Polly Clips for tickets: 4 gross $2.25 
(adjustable—tilts at any angle) 1 gross $4.00 

“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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pO YOU WANT 
SIX TIMES MORE PEOPLE 
TO STOP AT YOUR WINDOW ? 


IF INTERESTED, WE WILL TELL YOU HOW! 


ORE SHOES! 


Annual Display Card Service Select the Service You Wish— 


Includes Mail Coupon—See Sales Jump! 
EXCLUSIVE FRANCHISE is given with annual card service SERVICE NO. 1—$5.00 monthly: 


to one merchant in an average size town, suburb or city shop- 


ding Santen. 12 display cards . . . 6 holders... 


, 100 blank harmonizing price tickets 
ORE WINDOW BULLETIN, li handisi 
Sorley suggestions each month. ee ee ee SERVICE NO. 2—$4.00 monthly: 


8 display cards . .. 4 holders... 
SPECIAL CARDS, with wording as wanted. 100 blank harmonizing price tickets 
EXCHANGE OF CARDS: Annual card service subscribers may SERVICE NO. 3—$3.00 monthly: 
exchange any cards received for others of the current month, 6 displ d 2 hold 
whose texts better cover their merchandising program. pans, CORED. « « mene s+ 


50 blank harmonizing price tickets 
PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but SERVICE NO. 4—$2.25 monthly: 
~ mpemeniing with the show eure yor free, if mee 4 display cards ... 2 holders... 
erred to blanks; harmonizing tickets with prices as wanted, me . . 
to assure well blended trim, are 35¢ per fifty, additional. 50 blank harmonizing price tickets 





BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


HOLDERS ‘ Bi: i : . E he ; Please enter our order for the Recorder “Selling Mes- 


lt Bis. Bik. fom Be? Saeee ae Lc» Ngee sage,” wae with February, a service 
: = eee MER Aree » for one year, consisting o 
nee _ i sy ae ‘ . 4 holders (with the first month’s service), 
x ae blank tickets each month—OR— 

IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month, For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. ; 


| ae 


eel 











Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
a 

















SALESMEN WANTED SALESMAN WANTED POSITION WANTED 


E_XPERIENCED salesman with big fo/!ow. 
ing in California, specializing dept. store 


SEVERAL FIRST CI ASS basements, desires connection with a factory 
carrying floor stock. Infants’, children’s, misses’ 
and grown girls’, Pre welts, stitchdowns, 
SALESMEN turns. Have an assortment and_a car ani 
_—— can give you excellent service. Sam Jarmul 

owsky, 1924 Franklin St., Oakland, Cal. 


who may want to better their prospects might do so by - 
writing me. Age limitations 30-40 years. Confidence MANAGER. and Buyer, 6 years, departinent 


store. and 7 years’ chain store experience, 
respected. open for immediate employment. Married. 
Go anywhere. Al references. Address D-687, 


B. i BOWEN care Boot and Shoe Recorder, 140 Federal 


Boot and Shoe Recorder teat 
209 S. State St., Chicago 




















WANTED TO PURCHASE 














MILWAUKEE SALESMEN SIDE LINE SALESMEN POSTER @ DEUTSCH 


i= = Javemen? =. Uso — wanted to sell New York’s most popu 

re you w ng to wor! ar re you in goo 2 mA ° 

standing with the Milwaukee shoe trade? If the lar line of Juvenile Shoes in States of 436 Grand St., New York City 
answer IK these questions is oe Oe there is New York, Pennsylvania, Michigan, Phone Dry Dock 4-0352 
an opportun open in a large Eastern Upper Illinois and all Southern States. 

Leather how All repli ill be held fi- — _— 
dential. 6s ssi ian alice State Experience and Reference BUY FOR CASH 


oneness. 2. oe, CARE MORRIS SHOE CO., INC. entire or surplus stocks of 
239 West 39th Street, New York, N. Y. 143 Duane St., New York, N. Y. SHOES—DEPT. STORES 
Leases assumed Transactions cenfidential 


























ELL known shoe polish manufacturer de- 
Wie i i states—excellent LINE WANTED 


_Salesmen in various 
opportunity—permanent—Apply by letter only, 
room 1002, 43 West 16th St., New York. 











Buyers of Surplus Stocks 
LINE WANTED 7 buy surplus or oes stocks of shoes 


S ALESMEN to carry men’s spats as side line. For Western New York on ne eS. Sa 


Must have following among chain, depart- 
ment and smaller well rated stores. Territory Experienced salesman wants line of QUANTITY NO OBJECT 


open; Illinois, Southern Indiana, Missouri, men’s medium priced welts or women’s 
Ohio, Western Pennsylvania, Wisconsin, North- low to medium. priced novelties, Will KIRSCH - BLACHER CO., Inc. 
ern Michigan. Strictly commission. State ref- work on straight commission. Ad- 106 Duane St. Sew York 
erences. Address D-686, care Boot & Shoe dress D-680, care Boot & Shoe Re- —e 
> 239 West 39th Street, New York, corder, 239 West 39th Street, New Phone Worth 2-5377 an 

Y. York, N. Y. 




















ALESMAN with good shoe clientele wanted 
Sa handle additional line. New article: SNTED, ine of me i the State of 
ladies’ rubbers in compacts. Give full informa- sy CS ae who lives ie the acid WE BUY 
tion. Address D-689, care Boot & Shoe Re- Wit as a g ollowing and well acquaint Entire or Surplus Wholesale and Retail 
corder, 239 West 39th Street, New York, N. Y. fill carry either men’s, women’s or children’s. Stocks. Also Branded Shoes such as 
G-52, 3rd Avenue Hotel, Rome, Ga. Walk-Over, Florsheim, Enna-Jettick, Vital- 
“a “ ity, Arch Preserver, Queen Quality, Bos- 
— LINE oe mg Oh so ner tonians, Ete. 
price novelty shoes for states o orth an IN 
FOOT HEALTH WEEK South —<— yg a — bog My ps5 
APRIL 2-7 mission. anufacturer’s line preferred. . 89 Reade St. Cor. Church 
dress D-688, care Boot & Shoe Recorder, 239 B 71-7887 York Cit 
West 39th Street, New York, N. Y. ae ee ll : 


— Mn ain a id sald sane oa 2 




















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements 
Minimum charge 75 cents. For all other classified advertisements the rat: is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added fir the address. In all other cases each 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
&¥ Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 
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HOTELS 





STOP IW PHILADELPHIA 


=e see 
HOTEL PENNSYLVANIA 


ZFOUECHESTNUT STS. 


A ROOM And A BATH #250 








> SUST WEST of BWAY 


NEW YORK 


1000 ROOMS...EACH WITH RADIO 
BATH and SHOWER, CIRCULATING 
_, ICE WATER, LARGE CLOSETS 


ropus $980 sures $600 








BUSINESS OPPORTUNITY 








1 St. Louts tts 


81H & ST.CHARLE 


91H 6 WASHINGTON 


$2 50 andup 








Old Shoe Firm in Modernized Store 


[CONTINUED FROM PAGE 19] 


Co., American Shoe Co., Sherwood Shoe 
Co., E. P. Reed & Co., P. W. Minor 
& Son, Inc., Selby Shoe Co., Daniel 
Green Co., Johnston & Murphy Co., E. 
T. Wright Co., Stetson Shoe Co., J. M. 
Connell Shoe Co., C. B. Slater Co., G. 
H. Bass Co., H. R. Holden & Co., Ger- 
berich-Payne Shoe Co., F. A. Kuhnert 
Shoe Co., J. Edwards & Co., Gotham 
Silk Hosiery Co., The House of Byer, 
Roman Stripe Hosiery Co., Hayward 
Hosiery Co., H. C. Aberle, and West- 
minster, Ltd. 

On the evening of the opening day, 
an informal dinner party was given 
by the management to those connected 
with the store, their wives and a few 
shoe friends. There was a double sig- 
nificance to the party in that it not 
only was a celebration of the comple- 
tion of a beautiful new store, but that 
it marked the first anniversary of the 
connection of Thomas S. Childs, Jr. 

Benjamin W. Childs was happily 
cast in the role of toastmaster. Even 
if his supporting cast did not always 
respond to glowing introductions by 
making speeches, the informality and 
friendliness of the gathering caused 





it to be an occasion long to be remem- 
bered. 

Those present at the dinner, with 
the number of years they have been 
connected with the store indicated by 
figures in parentheses, were B. W. 
Childs, president (6); O. C. Martin, 
vice-president (44); R. P. Martin, 
treasurer (32); T. S. Childs, Jr., sec- 
retary (1); R. M. Austin, assistant 
treasurer (7); R. E. Prendergast, 
men’s buyer (44); F. N. Hermann, or- 
thopedic specialist (18); O. M. Skid- 
gell (28); L. B. Clyne (23); T. Dunne 
(5); Mrs. T. Dunne, children’s buyer 
(18); Miss Connors, hosiery buyer 
(1); Frank DiPrato (19); Joe Martelle 
(1); G. Applin (6); Miss C. Simmons 
(6); Miss H. Lindstrom (1); Mrs. 
William Sperl (14); Miss J. Lassman 
(6); Miss McPartland (4); Mrs. M. 
Hayward (33); Miss K. Mannix (33). 

Four from the Holyoke store were 
A. P. Beauchemin, D. R. Young, D. 
F. Geran and T. B. Miner. 

Mrs. Thomas S. Childs, Sr., was 
guest of honor. Other guests were 
Mrs. R. P. Martin, Mrs. R. E. Pren- 
dergast; Mrs. F. N. Hermann, Mrs. 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by :any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











MERCHANTS’ NEEDS 








New Improved 


Poy. Cue 
for Price Tickets 
84.00 82.2% 
gross half gross 
Tilts at any angle 
Holland Bidg., St. Louls, Me, 








M. D. POLLINGER CO. 





O. M. Skidgell, Mrs. L. B. Clyne, Mrs. 
G. Applin, Mr. Robt. H. Schultz, Jr., 
and Mrs. Henderson. 

Various representatives from the 
trade were A. F. Donovan, Jr., E. T. 
Wright & Company; Charles Walls, 
E. T. Wright & Company; Charles 
Hoar, Heywood Boot & Shoe Company; 
Tony Favor, Walter Dickerson Shoe 
Company; David Levine, Cornell Unity 
Shoe Company; Robt. Silliman, Sher- 
wood Shoe Company; Harry Weinstein, 
Willett Shoe Company; William J. 
Brennan, Charles A. Eaton Shoe Com- 
pany; Clarence Wheeler, Beacon Falls 
Rubber Company; Charles Gold, Com- 
bine Silk Hosiery Company; L. Gol- 
stein, American Shoe Company, John 
Travis, Ideal Shoe Company; Fred 
Davis, N. B. Thayer Company; Dana 
D. Goodwin, Fitchburg, Mass., and 
Harry R. Terhune, BooT AND SHOE 
RECORDER. 


Boston Club Pays Tribute 
[CONTINUED FROM PAGE 38] 


Malaguti, U. S. Counter & Shank Co., 
Boston, Mass.; C. Harry Miller, Brook- 
line, Mass.; James A. Munroe, E. T. 
Wright & Co., Inc., Rockland, Mass.; 
Ernest B. Southworth, George E. 
Belcher Co., Stoughton, Mass.; Eugene 
L. Wyman, United States Leather Co. 
of Massachusetts, Boston, Mass. 

The following resolution 
adopted: 

Whereas: The situation with respect 
to the annual Boston Shoe Fair, re- 
sulting from the operation of Section 
6, Article 8, of the Boot and Shoe Man- 
ufacturers’ NRA Code of Fair Compe- 
tition, presents an extreme danger to 
the prestige of our New England shoe 
industry; be it 

“Resolved: That the President of 
the Boston Boot and Shoe Club is here- 
by authorized to appoint a_ special 
committee of five members to co-oper- 
ate with the New England Shoe and 
Leather Association and the many 
other organizations that are joining 
in protest against this inequitable pro- 
vision.” 


was 
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A BUYING GUIDE TO 
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Educational Leather Window 


ATLANTIC City, N. J. — Kid and 
kangaroo leathers for athletic and 








street shoes were featured in a recent : 


Boardwalk window display at the Du 
Pont Exhibit. The kid leathers included 
lining stocks in light gray, pink, blue 
and light green; glazed kid in black, 
brown and satin mat; slipper stock in 
red, blue and green, crushed Calluna 
kid together with skins of glazed kid 
in blue and gray. In the kangaroo 
group were skins showing the fur, 
coarse skins for athletic shoes, and fine 
grains for street wear. Track, foot- 
ball, baseball and basketball shoes made 
of the kangaroo skins were also fea- 
tured. In the center of the window was 
mounted a male red kangaroo. These 
products are made by the Surpass 
Leather Company of Philadelphia, Pa., 
and Gloversville, N. Y. Grasselli chem- 
icals are used in making these leathers. 


Party for Morris Wolock 


CHIcaGo, ILL.—An all-star party was 
pulled off for Morris Wolock March 15 
on the event of his 20th wedding anni- 
versary by twenty-four of his intimate 
cronies. The gala event took place in 
the Empire Room of the Palmer House. 
Lew Kohn was master of ceremonies 
and saw to it that speeches of con- 
gratulation for the happy couple flowed 
as freely as the sparkling beverages. 

The couple, who had come downtown 
to dine quietly with two friends, were 
taken entirely by surprise by the gay 
turn of events. Dancing followed the 
banquet and speeches and a grand time 
was had by ail. 


Business Better 


Fort WortH, Tex.—Shoe sales for 
the first half of March show a sub- 
stantial increase over sales for the 
same period last year, according to W. 
A. Harris, manager of Washer’s Shoe 
Department. 

Mr. Harris estimates his March busi- 
ness to be 20 per cent better than 
March a year ago. Blue shoes have 
been leading the sales at his place, with 
whites and blacks next. 











BOOTS AND SHOES 


Brooks Shoe + Co., Phila., Pa 
Brown Shoe gp St. Louis, Mo 


Chase, W. 8., & Sons, a Mass.... 54 
Cc 7, Baivin & Sons, Inc., E . Weymouth, 


Dodge, Bliss & aan Shee Co., Newbury- os 
Edwards, J., & Co., Phila., Pa 3rd Cover 
Excelsior Shoe Co., Portsmouth, Ohio.... 51 
Fortnum & Mason, Inc., New York City.. 43 
Herbst Shoe Mfg. Co., Milwaukee, Wis.... 56 
Jarman Shoe Company, Nashville, Tenn... 10 


Mishawaka —-% & Woolen Mfg. Co., 
Mishawaka, I nd. d 


Old Colony Shee Co., Brockton, Mass 
Owens Shoe Co., Lynn, Mass 


A., Co., Brockton, Mass 
Milwaukee, Wis., 
Back 


Packard, M. 
Portage Shoe Mfg. Co., 


Roberts, Johnson & Rand, St. Louis, Mo... 4 
Shaw, M. T., Inc., Coldwater, Mich 

Swan Shoe Co., Baltimore, Md 
Vaughan-Towle Co., Wakefield, Mass 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 

Evans, John R., & Co., Camden, N. J....36-37 
Hubschman, E., & Sons, Inc., Phila., Pa.. 27 
Levor, G., & Co., Ine., Gloversville, N. Y..2-3 
New Castle Leather Co., New York City.. 
Surpass Leather Co., Phila., Pa 

Young, Richard, Co., New York City 
Ziegel-Eisman, Boston, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 

Delmac Process, Inc., New York City 

Fitz-On Sales Corp., Worcester, Mass 

Mears, Fred W., Heel Co., Boston, Mass.. 

3 — Research, Inc., New York - 


wan Last Co., Boston, Mass 
United Shoe Machinery Corp., 
POEs 5.0 66006006 sees ensectsess evens seed 4, 55 


Vulcan Corp., Portsmouth, Ohio. .Front Cover 
2-in-1 Shinola-Bixby Corp., New York City 33 


SHOE ACCESSORIES 


Pollinger, M. D., Co., St. Louis, Mo 


Simplex Shoe Tree Co., Chicago, Ill 
Scholl Mfg. Co., Chicago, Il 
Shoe Form Co., Auburn, N. Y 


MISCELLANEOUS 
Comper Factors Corporation, New York ‘ 
City 


Hotel Edison, New York City 

Hotels Mayfair-Lennox, _ yy Mo.. 

Hotel Pennsylvania, P Pa 
Kirsch-Blacher Co., hog ch York City.. 
Marbridge Building, New York City 

Poster & Deutsch, New York City 

Rubin, Irving, New York City 

Stephenson Laboratory, Boston, Mass 
Willmark Service System, Inc., New York ~ 





What’s Selling In Chicago 


CHICAGO, ItL.—The vogue of the low 
heel is being stressed at F. E. Foster 
and Company’s as one of the distinc- 
tive style trends of the season. It is 
‘influenced probably by the American 
appreciation of the English woman’s 
love for her tweeds,” says the publicity. 
A tailored oxford in black calf or tan 
Russian calf is being given special 
prominence. It sells for $12.75. 

At the Madison Street store of O’Con- 
nor and Goldberg, the “O-G Tricot” 
gets the big hand. It is of crushed kid- 
skin in blue, brown or black and in 
patent leather. It is shown in perfo- 
rated ties and in pumps, both with short 
vamps. Price is $15. 

I. Miller is going strong on sandals 
in their publicity. Such is the news- 
paper talk on this headliner, followed 
up by a stunning window display of 
sandals for “every type of foot and 
every occasion.” They are priced from 
$8.75 to $14.75. 

“Fashion’s sure a wizard to create 
these styles in lizard,” says Palmer 
Bootery, bursting into poetry and ac- 
companying it with a display of lizards 
at a strategic post in their window dis- 
play. A mannikin wearing rough tweeds 
has, of course, selected a lizard as a 
finish. 

At Ruby’s a gabardine is the shoe 
of the week. Shoes in this popular fab- 
ric are shown in blue, brown and black, 
in both step-ins and oxfords. They all 
have some leather trim. Cuban heels 
finish them off. 

A stunning crushed pig with 10/8 
heels is an outstanding number with 
the patrons of Wolock and Bauer’s. It 
is a Prince of Wales model, tongueless 
and much perforated, selling big at 
$12.75. 

Carson, Pirie, Scott and Company 
start their publicity on their new zip- 
per oxfords by telling folks that “No 
string is attached. Just zip ’em.” A 
window full of the tieless oxfords in 
rough leathers clinch the argument. 
All this one gets for $8.50. 

A huge display of lizard shoes at the 
O’Connor and Goldberg State Street 
Store occupies an important part of 
their large window display. Posters 
announce that these are genuine Java 
lizards. They are priced at $5.95. 
Ties, pumps and sandals in many mod- 
els make up the display. Bags are 
shown to match. 
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-_ © Clever styling aids in attracting your customer, but it is the built- 

in quality that pleases the customer long after the price is forgotten. 
shoe To this standard every pair of “Kali-Sten-iks” is built. And they 
fab- 
“oe are 100% welts. 
y all © Every pair of “Kali-Sten-iks” is quality made, i expert craftsmen. 
heels 

Every pair has selling features that insure longer wear and accurate 1187 
10/8 fitting .... patented seamless bulb shaped heel, no seams to rip or Genuine White Pigskin 
_ tear, smooth inside seamless quarter, nailless heels, seamless vamps, Brown Calf Trim 
3-point suspension, Metatarsal Arch. Just wonderful values that Nap Sole 12/8 Heel 
y at make ‘Kali-Sten-iks” the choice of leading merchants everywhere ! ! 2%-3ABCED 
pany @ And we pride ourselves on a prompt dealer service for aiding 34%-9 AAA, AA,A,BEC.... $3.85 
| - both turnover and profits. 
“ oO 
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N shoe retailing especially, SERVICE is the all- 
important factor deciding the outcome of 
every sale. The salesman represents you—your 
store—to your customers. Everything he says and 
does reflects the character of your organization. 


Your salesman must be alive, alert. He must be 
tactful, adroit in suggesting the correct styles to 
each customer. He must be effective, convincing 
in presenting the positive merits of your merchan- 
dise. He must have the persuasive punch that 
clinches the sale. 


HAT'S the SELLING STYLE that increases 

sales and profits! That's the SALES VITALITY 
that Willmark can and will build into your sales- 
force! 


Willmark probes the hidden weaknesses in your 


sales machinery, enables you to correct them. | 
Willmark keeps you in constant touch with the | 


activities of your entire salesforce, provides you 
with that independent, unbiased control that 
keeps salesmen on their toes every minute. 





VITALIZE YOUR SALES FORCE TI 
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HROUGH PERSISTENT, CONSTRUCTIVE W | L M A R K 


TEACHING, TESTING, and CORRECTING, SERVICE SYSTEM , Inc. 


Willmark builds up the selling effectiveness of 
your salesforce, drives up the service standards Builders of Personnel 


of your store! 250 WEST 57th ST., NEW YORK, N. Y. 


Willmark is the one certain method of achieving Available in Every City in the United States 
SMART SERVICE! . . . the smart service that 


satisfies more customers and clinches more sales! 





lawn explain fully how Willmark will 


es. ~ develop and enable us to control our 


. — salesforce. 
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ETHRU WILLMARK |e 





4 BOOT AND SHOE RECORDER, April 7, 1934 BC 


















It is within your power to create that business 
advantage. Let us assume you do not know 
what sole leather was used in making your 
shoes. It was good sole leather but, its un- 
known source — its unknown merits — could 
hardly be expected to improve its dollars- k 
and-cents value to you. There was no way, | 
exclusive to the product, you could make 
more money out of it. 


aa 7 
KISTLER BENCH BRAND Note we have grouped here, several Sides of 








SOLE LEATHER leather. Tinted part is called the BEND. Where 
. : R our trade mark is shown is the best part of the 
provides the opportunity upon which you can BEND. From there we cut “BENCH BRAND" de 
: eat soles. our ess of tanning the finest 
realize handsomely. Any dress, sport and obtainable Sides, we aneuee a pasticulaxty fine kn 
heavy-duty shoe bottomed with it is a better moisture-resisting, flexible, perfect-wearing sole 
leather—a BALANCED TANNAGE—becauseit =| — 


shoe. To identify soles with the “BENCH combines everything essential to profitable shoe- 


BRAND” mark is to step ahead to better busi- making and merchandising. IR 
ness. That mark is evidence of the sole 
leather’s source — proof of its superiority — L han 


a promise of service satisfaction. And won’t 
your customers appreciate it? Don’t pay the 
penalty of poor sole leather. 


Write us for the names of shoe manufacturers making shoes that. 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 
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Modern in every 


detail — yet not extreme. Built to the well- 
known Grand Rapids standard of quality 
— at “affordable” prices. 


This new idea introduces definite depar- 
tures from old methods of display — 
dramatizes the merchandise and permits 
of the introduction of “Showmanship” into 
retail selling. 


New and ingenious lighting arrangements, 
and the employment of beautiful woods 
and veneers, combine to make a_ back- 


A New Line of Equipment 
for the Store of Today — 


and Tomorrow . 


@ for stores grown drab and monotonous 
through neglect of the all important factor in 
compelling trade . . . appearance. 


@ for stores whose volume needs the stim- 
ulating influence of a modern spirit of attrac- 
tiveness. 


@ for stores where even a few bright. spots 
would add a much needed modern touch. 


@ for stores whose owners know the value of 
dramatized display in today's keenly com- 
petitive bidding for volume. 





ground that subtly enhances the value of 
the merchandise. 


Now is offered a means of modernizing at 
slight capital expense. For this line com- 
bines the greatest possible value with all 
that is best in design, workmanship, and 
sound merchandising principles. 


Without obligating you, we will gladly 
acquaint you with details. A request for 
further information will receive prompt 
attention. ; 


GRAND RAPIDS STORE EQUIPMENT COMPANY 


Main Offices and Factories: 


Grand Rapids, Michigan 


Branch Offices and Representatives in All Territories 
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FS : 


avoid wrinkled toe - lin ings | 












ee 


Si i : The toe of a well made shoe 


4k Ar Yo. _ should be smooth inside as well 


= 


4 ( ee ’ as outside. 
\ SS 
Manufacturers use Celastic Box 


Toes because they are flexible 





at the tip line . . . and shoes so 
made are free from wrinkled or 


drooping toe linings. 














THE QUALITY BOX TOE 





UNITED SHOE MACHINERY, CORPORATION 


BOSTON, MASSACHUSETTS 
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1934 


All Quality Dealers Are 
Now Capitalizing on their 
Steadfastness and Courage 








| |. Milier Dealers are being repaid for 
. their loyalty to Quality. Many of them 
are beating 1929 figures this Spring, 
and the |. Miller production schedule is 
heavier now than at any time in the 


history of the company. 


Pe 
2 
2 


|. Miller appreciates their dealers’ loyal- 
ty to Quality, and felicitates dealers of 
other brands of shoes who also fostered 









and maintained Quality standards with- 
out compromise. 


I. MILLER 


WHOLESALE SALES DIVISION 


LONG ISLAND CITY, N. Y. 
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DOUBLE-YOUR-MONEY 
PROFIT 


* 


NEW GIANT PACKAGE 







50% MORE CONTENTS—same 
MATCHLESS QUALITY in highly at- 
tractive bottle. 






Shu-Milk has always allowed HIGHER. 
THAN-AVERAGE PROFITS. 


















You may sell Shu-Milk with the GUAR- 
ANTEE: “BEST EVER USED or MON. 
EY REFUNDED” (printed on every 
package). 






YOUR WHOLESALER will show you 
how to AGAIN DOUBLE-YOUR. 
MONEY on the NEW GIANT PACK. 
AGE. He will offer THREE (3) AT- 
TRACTIVE FREE GOODS DEALS, 
each giving you EXTRA PROFITS and 



















This ECONOMY SIZE APPEALS TO 
EVERY POCKETBOOK. effective until June 15. 


* * 


PRICE MAINTENANCE POLICY ¥ INCREASED CONSUMER ADVERTISING 


We believe that the greatest barrier to complete busi- Besides the Giant Package and Extra Profits,we are building even 
greater CONSUMER DE- 
MAND for SHU-MILK IN 
YOUR STORE with an ai. 
vertising appropriation IVN- 
CREASED BY 50% over Jast 
year. LARGER SPACE 
and MORE FREQUENT I\. 
SERTIONS in newspapers of 
leading cities country-wide 
PLUS the TREMENDOUS 
PULL of the AMERICAN 
WEEKLY. 


Note the WINDOW and 
COUNTER DISPLAYS pic- 
tured herewith — CHOCK 
FULL OF HUMAN INTER. 
EST and reproduced in 8 col- 
ors. A PERFECT TIE-UP with 
our advertising, supplied free 
by YOUR WHOLESALER. 


National Distributors: 


WALTER JANVIER, Inc., 
New York, N. Y. 


SPECIAL DEALS TODAY . . 




























ness recovery is the dis- 





sipation of profits due to 






price-cutting. We will 






exercise every legal right 
of REFUSING TO SUP- 
PLY SHU-MILK to any 
wholesaler , or retailer 
who sells Shu-Milk at less 


than our suggested prices. 






















































- « + YOUR WHOLESALER FEATURES SHU-MILK-ORDER 


AMERICA’S LARGEST SELLING WHITE SHOE CLEANER 
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What every merchant should know 





ee Fo J NJ 
THE WORLDS BIGGEST TRAINLOAD OF 


CUSTOMERS -2.0,000,000 














RODUCTS go to market to be sold. But people go there to BUY 

—to buy something they know about, have heard about, or 

READ about. Every week over 5,000,000 families, comprising more 

- than 20,000,000 people, READ about the products advertised in THE 

AMERICAN WEEKLY. They want these products, and go to market to 

BUY them. Feature the products advertised in this Mighty Magazine 
and reap a real harvest in faster turnover, greater profits. 

















The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


circulation. In each of 93 cities, it reaches one out of every two families 


In 110 more cities, 40 to 50% of the families 
In an additional 157 cities, 30 to 40% 
In another 169 cities, 20 to 30% 


e.. and, in addition, more than 1,680,000 families in thousands of other commu- 
nities. large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 





When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, April 7, 1934 


Eee Walt 


PRESIDENT ~- WOLFF-TOBER SHOE CO. 
ST. LOUIS: MISSOURI 


COMPO MAKES THE MACHINES 
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Thur TRER] WOLFF-TOBER 2500 PAIRS 
OF | uf —— PARAMOUNT 3600 PAIRS 


CARMO 3000 PAIRS 














NATURALLY 


“THE MOST SATISFACTORY SHOE FOR A WOMAN 


TO WEAR” IS THE BEST SHOE FOR A MANUFACTURER TO MAKE 


x >%* READ WHAT am Wife SAYS ABOUT COMPO x x 


“Our first Compo Con- 
veyor was installed in 
February 1931. Today 


; there are thirteen, all 
A Shoe With 


“*peely’’ sole 


Compo Shoe 
SMOOTH SOLE 


operating efficiently in 
our three factories. Naturally, we didn’t go into 
this extensive use of your equipment without 


having first satisfied ourselves of two things — 


1st: That the cemented shoe really is 
the most satisfactory shoe for a 


woman to wear. 


2np: That the Compo Conveyor and 
auxiliary equipment offers the 
best means of making cement- 


sole shoes. 


THAT MAKE 


OMP 


TRADE MARK 


THE 


“In my opinion, there are many things about 
Compo shoes that make them very superior to 
those made by other methods. We are abso- 
lutely certain that our shoes, in being kept on 
the wood throughout production, hold their 


shape and wear better. 


“Today our percentage of returns is almost 
nothing, compared with what it was when we 


made our shoes the old way. 


“The entire output of our three factories, with 
a total production of over 9,000 pairs a day, is 
now converted to the manufacture of Compo 
shoes. Included in this are the wonderful shoes 
made by the Sbicca Method, from 
our Wolff-Tober factory.” 


aA hop 


BETTER SHOES 
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MORNING 


AFTERNOON 
WEAR 





This popular type 
of shoe construction 
is found in a wide 


range of smart styles 





SILAQUWELT DS 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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PPORTUNLTY °2° 


More months of wear . . . foot comfort from 
the first . . . authentic dignity of style . . . mod- 
erate price, considering their superlative quality 
—these Hanan Shoe features bring men back 
again and again for additional pairs. 





















It is this consumer acceptance of Hanan values 
that enables Hanan dealers to sell Hanan Shoes 
with greater profit. 


Ask for the Hanan 1934 Catalog. It contains 
information on the 30 Hanan styles that are 
ready for immediate delivery. 





HANAN & SON 


Front, Bridge and Water Streets 
BROOKLYN @ NEW YORK 


THE VIKING 











When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, April 7, 1934 






















The New 
“SANDAL SOLE” 
Stocking 


[MILLER 
Beautiful Hosiery 













for open-shank shoes 


The popular new open-shanks and sandals require a 
special type of stocking ..... the “Sandal Sole” stock- 
ing. No unsightly wide re-inforcement to mar the 
smooth silken line of the instep. Instead, the re-inforce- 
ment is narrow between heel and toe and does not show. 
“Sandal Sole” stockings are smart, practical and timely. 
Every purchaser of sandals or open-shank shoes is a live 
prospect. A wide range of new and charming colors. 

I. Miller Beautiful Hosiery is available to merchants in all 
communities not already served by an I. Miller Beautiful 
Hosiery dealer. 


I. MILLER 


Beautiful Hosiery 
LONG ISLAND CITY, NEW YORK 


















| MILLER 
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SANDAL SOLE Nosievy 


i yf open - shank shoes eed 
/ 








PRICE $8.25 PER DOZ. 
1%—10 DAYS—E.O.M. 


STYLE 444 

















WARNING: JAI-ALAI Sport Shoes are 
patented. Infringement on patent fea- 
tures or trade name by manufacturers 
or dealers will be prosecuted. 





The Cuban Cpetts Choe 


that is an CUmetican 


@ Demand for genuine JAI-ALAI Sports Shoes is reach- 
ing sensational proportions. @ This unique shoe, from 
the JAI-ALAI Courts of Cuba, is demanded for the nation’s 
sportswear. @ Ample patents protect dealers against 





HiI-LI 


Pat. No. 1937074 


Sensation! 


imitations. @ Thousands of customers will accept no other 
shoes. @ Made for both men and women. @ Rush your 
orders for the genuine JAI-ALAI Sports Shoes NOW .. 
delivery will be made in the order received. 


CUBAN AMERICAN SHOE COMPANY 
NORTH ADAMS 


MASSACHUSETTS 
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TUXEDO is packed in a modern con- 
tainer, complete with applicator and polish 
cloth. It is made in two liquids— White 
Cleaner and Liquid Fabric Cleaner—and 
three creams—Black, Tan and Neutral. 
Fine for all shoes. 


TUXEDO 


BEAUTY TREATMENT FOR SHOES 








Here’s the new leader / 


UTSTANDING QUALITY has 
brought TUXEDO to the fore- 
front of all white shoe cleaners! Here 
are the reasons why this new, de 
luxe white stands out above the field: 
Tuxedo removes spots—it doesn’t 
just cover them up! Stains quickly 
disappear when it is applied to shoes. 
Tuxedo is easier to use. It dries so 
quickly that it can even be applied 
while the shoe is being worn. It’s 
good for all leathers—especially kid. 
And when properly applied, it will 
not rub off! 

Right now is the time to get your 
order in. Tuxedo is priced at 25 cents 
with a generous margin of profit. See 
your jobber—or get in touch with 
TUXEDO, 88 Lexington Avenue, 
New York City. 


SEND FOR 
THIS FREE DISPLAY 
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THE LASTS 


must be 


CORRECT 


Shoes that fit well must be made over 


lasts correctly designed and precisely made. 


Lasts, with the wood in the right place, 
form the essential background for every type 


of properly fitted and comfortable shoes. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER, April 7, 1934 


wality ay Ve 


Queen Quality Shoes, in their smarter styling high-grade 
materials and careful manufacture reflect the basic policy of 
the sound organization behind them:—a policy to create genu- 
ine worth in shoes, and to market this better value at reasonable 
prices. 


Well planned Queen Quality sales messages are reaching 
millions of quality buyers through the Ladies' Home Journal, 
Woman's Home Companion, Delineator and Harper's Bazaar. 
This continuous advertising has created a consumer following 
which is being turned into profit by progressive dealers. 


Full details of the Queen Quality proposition will be 
furnished promptly upon request. 


White Shoes 
In-Stock 


The Madrid pattern 
stocked in White Kid, 
Paris Grey Kid and 
Marine Blue Kid is 
only one of many 
fast-selling styles 
available for immedi- 
ate delivery. 


A special folder fea- 
turing Queen Qualit 


White Kid shoes will 
Y be sent upon request. 


WRITE FOR COMPLETE CATALOG OF IN-STOCK STYLES 


QUEEN QUALITY SHOE COMPANY ~ ST. LOUIS, MO. 


Branch of International Shoe Company 


: 
Sf 
BT 





When writing advertisers please mention Boot and Shoe Recorder 





OVER 300 PLENTY OF 
SINGLE ROOMS AT DOUBLE ROOMS AT 


eee 


Two-room suites from $7.00. A wide choice 
of sample rooms from $5.00. Special rates 
for longer periods. Send for Booklet B. 
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BOOT AND 
SHOE MEN! 


.». Get the most for your 
hotel dollar in New York 


Whether you come to New York regularly 
or rarely, for conference or convention, 
you'll find that the Lincoln, one of Gotham’s 
largest and newest hotels, offers you superior 


accommodations for your hotel dollar. 


1400 outside rooms, each with bath and shower, cabinet radio and servidor 


...PLUS all the advantages 


FOR BUSINESS...One G...Three 
block to Broadway and fine restaurants...the 
Times Square, 3 blocks to coffeeroom,the main din- 
Fifth Avenue and eight ing room (with dancing) 
minutes to Wall Street. and the cafe and bar. 


Hote & | | 


JOHN T. WEST 
General Manager 


of a 4 STAR HOTEL IN NEW YORK 


FOR RECREATION... 

Sixty-nine theattes with- High above the noisy 
in six blocks. Four short clatter of the street, our 32 
blocksto Madison Square stories of fresh air and sun- 
Garden for sport events. shineassures you quiet rest. 


NCOLN 


Under direction of FRANK w.KRIDEL 44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 
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America’s 
Style Leaders 





swing to 





GOLD STANDARD 


Take a tip from Hollywood if you want to know what women 
will wear. For Hollywood is the style center of all America! 
There beauty reigns supreme. Smartness walks hand in hand with 
good looks. Women put their best foot forward ... and what 
a lovely foot it is when shod-so alluringly in 


‘OOT WEAR 





On this page are four of Hollywood’s loveliest women . .. and four of 
the smartest shoes you'll see anywhere this year. These are the kind 
of shoes the women in your town want... these are the shoes they will 
buy from somc merchant in your community . .. from you, if you are 
one of those happy, successful merchants who are building a permanent, 
successful business with Central Gold Standard Footwear. There’s a 
story behind this line that any merchant who intends to stay in the 
shoe business gets just as quickly as he can. There’s a story of real 
factory co-operation, including beautiful hand-colored window cards and 
newspaper ads in your local paper over your 
own signature . . . real merchandising support Saat ae eae 
. real profits for those merchants with open : \ 
minds and the willingness to stop, look and listen. i 
For all the details, simply write 


"4 


CENTRAL SHOE COMPANY 


St. Louis Missouri 


P.S. In January, Central shipments showed 
an increase of 83.4% over January of 
last year. In February, the increase 
was 103%. Think what a difference 
that means in sales of Central dealers. 
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~ Freeman This Leadership . . . 
in style. Not for a second have we relaxed our 
standards of precision shoe-crafting, or accepted 
anything less than the finest quality leathers. This 
favorites of leading merchants from. > coast. 


ane poco sc 
Shoes the at cheir prices... and why you'll b 
betrer if you make Freeman's 
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